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NEW HOME OF THE GREATEST ILLINOIS COMPANY 


Corner Lake Shore Drive and Scott Street 


Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921 ; a . $19,413,846.72 
Payments to policyholders and beneficiaries since » organization 21,566,983.06 


FIVE YEARS RECORD 


—_—_—_—_———— — —$—$—$—$—$—$—$—_————— 


|_Year Ending Dee. 31. 1916 | Year Ending Des 31.192! | 


Interest Income... $ 620,562.65; $ 991,613.43 $ 371,050.78 
Premium Income. 2,.419,486.91 3,818,060.43 1,398,573.52 
Admitted Assets. . 12,946, 337.03 19,413,846.72 6,467,509.69 
Insurance in Force 80,280,589. 82 | 136,485,045.27 | 56,204,455.45 


ILLINOIS LIFE INSURANCE COMPANY 


CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 
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LET US PUT YOUR~ CAVLD FHROVUGH COLLEGE 


Life Insurance Men— 


A Contract with Our Company 
will insure you a prosperous year 


BEST COMMISSIONS—BEST POLICIES—WRITE US 
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WHITMAN NOW HEADS 
COMMISSIONERS’ BODY 


Wisconsin Official Elected Presi- 
dent at Annual Session at 
Swampscott, Mass. 


ATTENDANCE VERY LARGE 


Spirit of Fairness Toward Insurance 
Interests Manifest in All Conven- 
t'on’s Deliberations 


SWAMPSCOTT, 
Whitman, 


consin, and jor 


MASS.., 


commissioner oOo! 


sent. 9.— 
Wis- 
the past vear first vice- 
resident of the National Convention of 


Commissioners, Was wunan- 


insurance 


ously elected president of the organ- 


ition at its final session hers 
officers chosen were First vice-presi- 
dent, H ) 


Cece nd vice-pre 


Fishback, Washington; 


sident, J. ( Luning, 


Florida; secretary-treasurcr, Joseph 


Button, Virginia. <All tormer members 
ot the executive committee were se- 
lected as follows: Clarence \W. Hobbs, 
Massachusetts (chairman); Burton 
Mansfield, Connecticut; W. N. Van 


Camp, Seuth Dakota; A. C. Savage, 
lowa; James F. Ramey, Kentucky; Jo- 
seph G. Brown, Vermont, and T. M 


Hlenry, Mississippi 
\ppreciating the importance of the 
uestions upon the program for the 
gathering, the attendance of commuis- 
sioners, deputies and actuaries was un 
usually large, 33 states in all being rep- 
resented | 
In addition to the commissioners and 
their official aids a considerable num- 
er of company executives, fraternai 


resentatives of associated 


and ret 
rganizations, were on hand; several of 
whon by invitation participated in dis- 
cussion upon subiects of which they 
particular knowledge. 


Spirit of Fairness Shown 


The disposition of the commissioners 
to deal fairly with the great interests 
hey supervise was manifest throughout 
he entire proceedings and elicited th: 
varm commenaction ot underwriters 
There was no desire to advance pet the- 
upon limited experience, or 
o aught that would further hamper 
ations of a great business al- 
idy sorely burdened with restrictive 
vs and  denartmental regulations 
ther the thought was to simplify and 
inifv existing statutes and thus afford 
lief to 


ies base 





both insurance carriers an 
r policyholders. Such new legisla 


as was submitted tended to that 
and was forced to correct irregu 
practices that hac developed in freld 
No Reference to Denver Meeting 
No reference to the American Con- 


rence of Supervising Officials, recently 


ned at Denver, was made at any o 
convention's sessions. The senti 
nt of the great majority of the con 


issioners seemed to be that no pos- 


Other } 


soon to occur, the American Confegs 
ence, 1n the formation ot which he was 
especially active, will cease to exist 

| The arrangements mace by the wu 
derwriting fraternities of Massachuset 
and Rhode Island tor the ente: tainment 
;} of the convention delegates and other 
triends, were as nearly pertect as they 
| could be Upon motion of Commis 
sioner Gearheart of Ohio, the c Cl 
tion adopted a resolution of than to 
| its hosts mentioning particularly Con 
missioner Hobbs ot Massachusetts; | 
4 Stone, counsel of the Emplovers | 
ability; John W. Downs, manager o 
the Insurance Federation of Massacl 
setts, and Charles H. Flood, assistant 
secretary of the New England Mutua! 
Life. all of whom were unwearied it 
their endeavor to make the sta ot tl 
visitors at Swampscott a pleasant 


NEW SCHOOL TO START 


PLANS FOR THE INSTRUCTION 


James E. Bragg will Give Two Lectures 
a Day During the Period of the 
Course 


[he School in Life Insurance 
manship given under the auspices of 
the New York University will hold its 
first Oct. 2 at Washington 
Square. Registrations are already be- 
ing made for this course The plans 
called for four lectures each day for the 
first five days of the week in 40 minute 
periods. The last lecture will terminate 
at 12:30 each day and the afternoons 
will be given up to field work rhree 
courses will be given during the year 
each to be 11 weks long. On complet- 
ing the required work the student will 
receive a temporary 1 at 


~ : | 
>ales 


session 


certincate and at 
the end of the year he will b« 
tinal graduation papers if he has com- 
pleted the minimum requirements in 
production provided for students in the 


given 


first twelve months of their work, Every 
agent must have a regular state licens¢ 


and be attached to 
branch office of a life insurance 
pany. Executive Secretary James E 
Bragg of the Life Underwriters As- 
sociation of New York has been secured 
to give two lectures daily, his subjects 
being “Selling Life Insurance” and “Life 
Insurance Principles and Practice 


some agency of 


com- 


sible justification existed 
ing of the new organization, and the 
that with the retire 
Iravis trom the su 


insurance of Wal 


for the launch- 


general feeling ts 
ment of Frank L 
perintendency of 








prontabie one 


Life Insurance and Loans 





Aside irom the statement by the com 
ittee on blanks that it would bs 
unable to present ( 1) eT 
mt the re sed fe £ Oss 
exhibit blank upon which it er 
working for ont yas 

( r retercence to 1; 
durin the entire session ’ 
shortly ¢ tore d 1 ! { 1) 
Corn ( \ \ < 
V1 nia ! ted sf l ! n 
} ch rtics o nis 1 
procure mortgage loans f ‘ 
panics had been it duce t 1 
surance as a conditi 1 cdent 


(CONTINUTCED ON PAGE 21> 


GRAFF HEADS AGENTS 


LIFE OF VIRGINIA MEETING 
Annual Meeting of Company's $109,000 
Club Held at Its Home Office 
at Richmond, Va. 


Newport News, k 


pr lucer was elected president 
the S106 tan) 4 1 ) t | 1I¢ i su 
4 pany Virginia t the seve 
convention of that organ t 
eld in Richi ist week. ]. M. W 
k c Cire ds. ¢ the next hx 
produce was ¢ sen vice president 
| hata Breeden or Richi md was 
lected secretary ot the club \ 
¢ offered by Frank E. Hall, superit 
tendent of ordinary agenci« ‘ he 
est paper re id at the conventio was 
ded t Arthur P. W ‘ g 
ce! t Rich i“ Phe s ect 
r. Wilmer’s paper wa \rgumet 
‘ Monthly Income Insurance a 
H t ires 1 hie Uh q ~ 
\ ( Vas ) t p r Wa S 
tted to tl ‘ vel 1 h ed 
iff ve I ( alis« S n Ol 
( \ 1 nsurance tw izrecd 
no othe tori S supe i ( 
( es t ( ig Out the ai purpos 
< tiie n ed 
Other Speakers on Program 
\ 1 c other papers ere Te 
s ws 
I Siless ins ance \dvantages « 
In vidua P es Uve hoO.nt Pol ( 
bb \ lL orrance 
Pel g |i nce ra ope , 
| 1. B. Jones 
‘ es N ar pat 
er Participating Insurances 1 M 
{yall 
ii¢ t | na 1 D ‘ } t’r 
< s i }. Graft 
linportan Prospect Cards and 
How NCC] i te _ 4 ( i { | 
Hiow to 5S La | ‘ ae 
| ! 
Hi t lrau dustr.al Agents 
Write Ordu y J urance i o hia 
I n he | s nel o © me 
oO of governors lorrest | l 
Florence, S. C.; B. W. Torrance \t 
lita {sa . ( harle (y DTroy 1 IX l 


M. Watkins, Greenwood, S. ( 


Big Increase in Business 





MARKED IMPROVEMENT 
SEEN IN LAPSE RATIOS 


Chicago Underwriters Find It 
Easier to Conserve 


Policies 
CLOSER FOLLOW-UP MADE 


Keeps Business on Books—Chief Dis- 
turbing Factors are Lack of 


Money and “Twisting” 


he life insurance men in Chicago, 
is 1 ill other sections of the country, 
report greatly improved conditions re 
garding lapses, some Chicago offices re 
port lapse ratios very nearly ap 


proaching the zero mark It is a turn 
is appreciated after 
times of the past two years 
suffered heavy losses in re 
lapsation of policies 


written during the war boom, many the 


result of overinsurance and inescapable, 
others the result of being sold when 
there were excess earnings without the 
creating of a real desir« In the cases 
f those who wrote large policies it was 


ially felt, as the loss of a singh 
olicey of $100,000 or $200,000 cut heavily 


into the renewal income rhe turn for 
been the 
improved conditions in 


the field and more 


the bett 


ned result of 


er seems to have com 
efhiciency in. the 
agents’ methods of holding the business 
the books With the 
business scratched from the 
other old business and 
all new policies are being watched more 

securely on the 


closely and 


surplus of 
‘marginal” 
OOKS NOW the 


kept mort 


Higher Conservation Records 


The general improvement in the con 
very well in- 
change in renewal per 
individual offices 
Brackett Bishop, 
general agent for the Massa 
Mutual, said; “Where it is 
to have a renewal percentage 
ot 97 or more to earn first placc in con 
servation contests, the improved condi 
indicated. Most companies have 
sts now and each year 
the percentage peak increased It in 
dicates that the men are holding the 
more securely In fact, it is 
constantly more difficult for 
a policyholder to lapse Improved con 
ditions in the field have made it almost 
Wy ossible for the pol cvholder to drop 
his policy This is the result of har 
nony and cooperation between the 
various departments and the adoption ot 
program 


rvation of business 1s 
licated by the 
centages recorded in 
In speaking of this, L 
Chicago 
chusetts 


necessary 


tion 18 


conte sees 


business 
becoming 


workable efficient ofhce 
Close Cooperation Needed 


To keep lapses 


now being kept, it 


they are 
| closest 
nterest and etfort on the part of com 


down a 


requires the 





pany, manager, cashier and agent All 


these unite to nearly eliminate lapsation 
right program is put into ef 


when the 


; 
5 
| 
i 
' 

: 
i 
' 
{ 

; 

; 








» 


fect. The company furnishes the basis 
of all, the manager the supervisory aid 
and personal aid when necessary, the 
cashier a workable program of checking, 
and the agent the strenuous effort neces- 
sary in somé renewals. Ample notice 
must be given and personal follow-up 
made. This usually secures the re- 
newal, but in such cases as it does not, 
the automatic policy loan provision 
does.” 

Must Keep After Business 

Persistent effort is the best means of 
keeping the business on the books, ac- 
cording to U. C, Upjohn, general agent 


in Chicago for the Equitable of Iowa, | 


who said: “The best way to prevent 
lapsation is to keep after the business. 
Constantly watch it. Always assume 
that it will not be a lapse and work out 
the regular program. We send out the 
usual notice and make it a point to send 
three. Then five days before lapse date 
the prospect is phoned and given a 
heart-to-heart talk. In the case of first 
or second year renewals it is a case of 
the agent’s selling ability. If properly 
sold there is little danger of lapsation 
and where it is suggested the agent can 
easily meet the policyholder on common 
ground and practically always save the 
policy After the policy is three years 
old it will not lapse unless there is finan- 
cial trouble—then it is necessary to tide 
over the emergency and give some sort 
of aid. As a whole, if the business is 
properly sold and carefully watched, 
there should be next to no lapses.” 


Financial Trouble Marked 

W. W. Tate, Chicago general agent 
for the Columbian National Life, em- 
phasized the same point, saying: “ Phere 
is not much trouble provided the busi- 
followed—except for cases of 
financial difficulty. That is one objec 
tion that can be raised ina sale or re 
sale to which there is no answer. 
of money is an insurmountable difh- 
culty. When a man says he has no 
monev and is in earnest, there is little 
that can be done—unless it is definitely 
known to be only a temporary situa- 
The reason that this is being met 





ness is 


tion, : 
more often today than in the past 1s 
that much of the business of the last 


few vears has been stuff that couldn't 
stay on the books. Many ove rloaded and 
! readjust to normal Phis 
can’t be helped. To try to fight it would 
leave the man oversold. It is a condi- 
tion that is being rapidly righted and 
will soon be eliminated. There is one 
point to be remembered in the matter of 


have ad to 


holding business—it is much a matter 
of the individual agent. To judge a 
business, one has only to judge the 
iwency force The selection of the 
agency force is really the beginning of 


the proper selection of business and has 
with the conservation 


agency 


has much to do 


rec rd of the 
Twisting a Factor 


Little change in the lapse ratio is seen 
by Jens Smith, Chicago general agent 
for the Pacific Mutual, due to the com- 
hined forces of the general havoc of re 
adjustment conditions and the increase 
Mr. Smith said: “There is 

way in lapses, al 
increase in twisting 
trouble of late. Re - 
have lost many 
rapidly improving 





n twisting 
littl 

thous 
] 


change either 
1a noticeabk 
no littl 


conditions 


| 
as caused 
adjustment 
volicies, but this is 
and the war time policies are very 
nearly on a permanent basis now. This 

a natural part of the readjustment 
program in the case of first and second 
renewals and it will probably be an- 
other year before conditions are fully 
back to normal, In the meantime little 
can be done or should be done to keep 
these emergency cases on the books— 
they are cases of overselling. If a 
policyholder is financially unable to re- 
new, the agent can not avoid the lapse 
The increase in lapses among older 
policyholders is a more serious problem, 
however It is directly attributed to 
twisting, which is now the chief diffi- 
culty being met in the field. Twisting 
las increased and many policies are 
lost in this manner. As our first notice 


Lack | 
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PLANS FOR BUILDING GRADUATE 70 STUDENTS 


DETROIT LIFE’S 


Handsome New Home Office Head- 
quarters to Be Completed Early 


in January 


| DETROIT, MICH., Sept. 15.—A ten 
|} story home oftice building is being 
erected in its home city by the Detroit 
Life. The company plans to 
the new building about January of 
|jyear. The structure : 


¢ 


occupy 
next 
will be of rein 
|foreed conere e¢ and strictly fire ] 
| It will be located in the downtown dis 
| trict of the city at the corner of Park 
boulevard and Columbia street. Th 














foundation and first floor have alreads 
been completed The building will 
faced with Bedford limestone, with the 
exception ol the columns above th 
base, which are to be faced with select 
face brick The main floor will com- 
prise six stores with main and lobby 
entrance leading directly to the elk 
vator foyer. The second floor will be 


viven over to exclusiy and the 
remaining floors will be devoted to 
othce use. Marbk will he used ey 
clusively throughout the intet 
building. 

\t the outset the company will util 


ze tour st ries ol the building tor home 


shops, 


office purposes. President M. FE 
O’Brien savs that the new building will 
take care of the expansion program o 
the Detroit Life for the 


next ten years, 


Detroit Life is forging ahead in a 





substantial way It is increasing its 
business steadily, and is expanding its 
ctivities conservativel, and consis 
ently 


Results of Maloney Month 


Phe production of the vencyv tores 


of the Philadelphia Life for August 

lesignated as Vice President Maloney 
montl exceed d Ss? O00 000 written 
business Of this total, $650,000 was 


tributed by the home office staff 
The leaders in the effort to honor the 
vice-president were First, B. I Ed 
mondson, Philadelph second, |? 


Samual Bern 


Wilkins, Virginia: third 
i Philadelphia. 


stein 


of such a loss comes after the other 
cheaper policy has been issued in the 
place of ours, it is usually too late to 
remedy. Here again the is some- 
what without a chance, as there is no 
warning given and in the case of a 
twisted policy the policyholder seldom 
communicates with his own agent or 
company until the deal is entirely con 
summated, Except for these two con- 
ditions, lack of money and _ twisting 
however, the business should easily be 
kept on the books. Proper selling and 
a good follow-up system on renewals 


are the two factors m 
work,” 


oftice 





| 
| 
| 
| 
| 


| Carnegie 





STRUCTURE | END CARNEGIE COAST COURSE 


San Francisco Man, Graduate Last 
Year, Is Principal Speaker at Los 
Angeles Commencement 


ANGELES, CAL., 
exercises of the sum- 
mer term of the Carnegie School of Life 
Insurance Salesmanship in Los Angeles 
informal, the graduating 
numbering about 70, out of a total en- 
rollment of 112 students Griffin M. 
Lovelace, director of the school, 
ducted the exercises, and, following brief 
opening remarks, he introduced the prin- 
cipal speaker, Seth B. Thompson, presi- 
dent of the class of the summer term of 
the school held in San Francisco last 
year, who extended greetings to the Los 
\ngeles class and welcomed them into 
the alumni. Mr. Thompson reviewed 
the former lack of facilities for training 
life insurance salesmen and the change 
which had been brought about by the 
He spoke of the re- 
lationships which the agent must sus- 


LOS Sept. 12 


Commencement 
class 


were 


con- 


school. 


| tain, including loyalty to company and 


| agency, social relationships and those to 


| 
| 





conservation | 


he listed as of special importance. In 
said: 
Suggestion to New Men 


' 
closing he 


“T have a suggestion for getting out of 
a slump that applies particularly to 
who have taken this course. Some 
of you may, perhaps, be trying to apply 
the entire course in eve ry imterview. 


those 


You don’t have to use it all the first 
week, or the first month. My sugges- 
tion is to pick out one simple life insur- 


}ance service you were sold on yourself 


and then concentrate aggressively on 
that one service. That means hard 
work. You know it is said that the 
meek inherit the earth but the aggres- 
sive are breaking the will. Keep your 
daily record card of hours worked; it 
will show you up and teach you how 
valuable your time is Time, to a life 
insurance agent, is the most valuable 
thing he has. 

“Tack Shutf says people are hungering 
for friendliness. Do a good turn once 
a day for someone else. Make yourself 
do something for somebody every day 
You will gain a lot of friends, make a 
lot of calls, and the tirst thing you know 
you will be doing a big business. Keep 
icting on your own best impulses.” 

Colonel Rockwell, president of the 
los Angeles class, expressed the thanks 

f the class to Mr. Thompson, and its 
ippreciation of his address 

\ demonstration of a sales 
was then staged by Messrs. King and 
l.emmon, acting as agent and prospect, 
respectively. The parts were well 
plaved, Mr. King, as the agent, making 

very effective al d intere sting presenta- 
tion of his proposition. 

Following presentation of the certifi- 
ates of graduation, E. J. Rockwell, of 
the faculty, was called upon and spoke 
briefly upon the results of the school 
He stated that the 
reported to him, as having been written 
by students, was $2,000,000, on 360 
cases, but that some which had been 
written had not been reported. Dr. E 
K. Strong reviewed in an interesting 
way his impressions of the class from 
the beginning of the term to its close, 
and expressed his personal interest in 
each member of the class and his desire 
for their success 

Director Lovelace then answered a 
few final questions asked by members 
of the class, relative to methods of con- 
tinuing the study of some of the sub- 
jects embraced by the course. With the 
conclusion of this term, the connection 
of Mr. Lovelace with the Carnegie In- 


canvass 


volume of business 


stitute School ceases, on account of his 
resignation several weeks ago to accept 

similar position with the University of 
Ne Ww 


institution begin Oct. 


York. His duties with the latter 


” 
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WOULD BAN NOTE SALE 


NEW KANSAS LAW IS SOUGHT 


Amendment Proposed Would Prohibit 
T:anster Futirely Unti! After Policy 
Is Delivered 
POPEKA, KAN., Sept. 12.—It is ex- 
pected that a real effort will be made in 
the coming session of the Kansas ‘egis- 
iature to amend the law regulating thx 


ule of premium notes. The present 
law prohibits the sale of premium notes 
to “innocent purchasers’ previous to 


th delivery of tix policy. 
Several of the Kanses lit 
ne the 


companies 
agents of some of the torets 


| companies are backing the movement to 


| the life underwriters association, which | 


| good paper 
| will take the 


} surance 


amend the law so that it will be illegal 
to sell premium notes under any cir- 
cumstances until after the policy is de- 
livered. The insurance department 
been asked to recommen? that 
amendment be made in the annual re- 
port of the department submitting suy- 
gestions to the legislature The in 
ance men assert that if the departm 
will make the suggestion they will get 
behind it and urge the enactment 

May 


\ life 


Cause Much Trouble 


insurance premium 
always. Almost any banker 
paper and the agent car 
tell him the policy has been delivered or 
the banker can take it without asking 
Then the trouble begins for 
the maker of the note and for the in- 
company. The agent has his 


note is 


questions, 


|money and is gone. Many of the 
|companies now prohibit their agents 
| Cisposing of premium notes unul t! 


| 


| 


| 


policies are delivered. But they are 
irequently caught and they are operat- 
ing against bad competition ‘f other 
companies permit the practice 

It is proposed to amend the law s« 
that there will be simply a blanket pro- 
hibition against the sale of any prenium 
note until after the policy has been de- 
livered and the ceal is closed. 


CLUB IN ANNUAL CONVENTION 
West Coast Life’s Century Club Held 
Meeting at Long Beach, Cal., Last 
Week 


West Life officials and mem- 


Coast 


| bers of the company’s Century Club re- 


turned this week from Long Beach, 
Calif., where the annual convention was 
held. Vice-President Charles W. Helser 
states it was the most successful meet- 
ing in the history of the company. There 
was one delegate from Hawaii, M. F. 
Prindiville. At the meeting Mr. Helser 
introduced Joe Silverrira, a new mem- 
ber of the company as well as the busi- 
ness who has already qualified for the 
1923 convention by producing over 
$119,000 of business in three weeks. 
W. E. Simpson, president of the 1922 
club also has qualified for next year’s 
conference. John W. Estes, Jr., of Santa 
Ana: R. O. Miles, of Los Angeles, G. H. 
Albers, Elmer E. Crowe, Fillmore Con- 
dit, acting mayor of Long Beach, Starr 
Cutler, B. E. Ellis, Fred S. Stripp and 
Charles W. Helser, Gordon Thompson 
and Federal Judge Bledsoe were the 
principal speakers. Charles Hutchings, 
who has been state manager for the 
Montana Life in California has joined 
the West Coast as manger of the res- 
toration department. 


Iowa Agents Killed in Accident 


Thomas A. Johnson, manager for the 
Guardian Life at Sioux City, Ia., an 
Marnell Milner, an agent for the con 
pany. were found dead at the bottom ot 
a steep embankment down which ther 


} 
i 


h 
car had plunged four miles outside « 
Sioux City. Details of the 


accident 


fare unknown toth men were well 
| known and had taken an active part mm 
life insurance circles. 
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AGENCY LEADERS IN 
| ANNUAL CONVENTION 


National Guardian Life Men Held 
Interesting Meeting at Madi- 
son Last Week 


PROF. T. S. ADAMS SPOKE 


Work to Perform That Is Most 














Inspiring 
' 
MADISON, WIS., Sept. 9.—Th« 
agency convention of the National | 
lian Life of this city was held 
this week. Che company 
arrangement in taking care of its 
in that it rents one of the frate: 
) >cs I T 1 ¢ cn Lhe 
women. Ihis Veat the men were 
Phi Delta het oO 
where meals were served 
the dancx held th last v 
annual d 1 s at 
s fraternity house. Phis brings the 
en together where they have the 
le running of the house. It is 
1ated on Lake Mendota, s that ad 
tage was taken during this very | 
! of the cooling waters ot this mag 
cent lake. The ladies were hand- 
s ely entertained by automobile rides 
heons, and dinners and the whok 
1 was taken 1 the theatre 
rsday evening 
Prof. Thomas 8S. Adams Speaks 
President Ceor a \ Botssard pre 
1 at the annual dinner, tl hiet 
cer being Prof. Thor S. Adams 
' the well known economist who was 
erly head ol the economics § cde 
tment of the Universitv of Wis« 
nd is now holdit 1 similar posi 
' tion at Yale. He acted as tax advisor 
‘ i he government and today is one of 
recognized tax experts 1 the cou 
his talk Pr css \ ! 
< ip oO ¢ eT i 1 1 ) } 
vh le to do } I > l 
1 ent n S 
ig and ao | > i 
rk is a great possess It means 
n tl mere al 
, 1 the S es 
g : in has this s 
] 1 piratio I d \ 
on : 
i CK Il 
Governmental Ineptitude 
fessor Adams told p 
1 voing to t Stats capitol | 
| } 
i ot this we S 
tion iy 1 e sta | 
were et of ’ 1 H{ | 
ven oO t ts 
s gone except two t heads 
departments Hy s t 
elevator t go d : i i 
lake Ek tor « Oppos » 
it te the oppos ‘ < Ie ine 1 ull 
on t eleva This | t 
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Lifted Out of the Rut 
fessor Adams referred to his ex- 
ces in Washington during the war 
He said that he was greatly 
in seeing the army ft emploves 
to their work before office time 


con the 
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insurance heretofore, in the methods of 
clling these attention is being 
directed primarily at the present time 
to the accident end. The men in charge 
of the instruction work take the position 
that when an agent is taking up the line 


fe 
policies, 


of that sort, which is entirely new to 
him, one thing at a time is about all 
that he can digest. The agents are now 


being drilled thoroughly, therefore, in 
the arguments as to the necessity for 
accident insurance protection, and_ the 
answers to the objections that may be 
raised by prospects who are solicited for 
that class of coverage. The Metropol- 
itan, of course, provides the health cov- 
erage as well, and agents will sell that 
to prospects who want it, but their sales 


drill at the present time is on the acci- 
dent feature The health will be taken 
up later 


Regular Hours Big Factor 


Phe fact that the Me tropolitan is 
pushing more strongly for 
business does not in any way mean that 


it intends to drop its industrial business. 


ordinary | 


‘Lhe industrial organization is regarded | 


as a most valuable asset he fact that 
agents are virtually on a salary basis, so 
far as the handling of their industrial 
debit is concerned, makes it possible for 
the company to require a regular num- 
hours of work each day. This 
regularity of hours, as contrasted with 
the irregular hours of work on the part 


cr ot 


of many 
ance simply on a commission basis, 1s 
credited by the officials of the Metro- 
politan with much of its success and is 
of the strong factors in 
building up the tremendous volume of 
business which it now has on its books. 
That same condition is expected to be 
equally as great an advantage in build- 
ing up accident and health business as 
it has been on the life insurance side, in 
oth ordinary and industrial 


reg irded as one 


Statement of the 


The semi-annual 
Provident Life of Bismarck, N. D., shows 
assets $924,783 capital $125,000; net 
surplus $136,576 insurance in force, 


$11,275,164 


fevening J. F. 


men who are selling life insur- | 


THE NATIONAL 


IN EDUCATIONAL RALLY 


CENTRAL LIFE HOLDS SCHOOL 

Illinois Company Gathers 

Agents at Ottawa for 2-Day In- 
struction on Business Methods 


Illinois 


\ two-day school of instruction was 


held last week by the Central Life of 
Illinois at Sulphur Lick Springs Hotel, 
near Ottawa, Ill. This was the annual 
agency convention of the Illinois agents 
but was devoted to a discussion of busi- 
ness problems and general instruction 
of the agents. The first was 
opened last Thursday afternoon by W. 
*. Weese, vice-president and superin- 
tendent of agents. Following his intro- 
remarks, M. Kuciemba spoke 
on “The Approach and Canvass” and 
W. E. Pile on “The Twenty Pay Life.” 
“Endowment at Age 65” was discussed 
by McDowell & Harrison and F. H. 
Prichard closed the first day’s business 
with a talk on “Installment 
”  Atthe annual dinner in the 
Bryan, secretary of the 


session 


ductory 


session 


Business 


Chamber of Commerce of La Salle, 
lll, was the principal speaker. The 
second session opened Friday morning 
with a talk by John D. Scott on “Best 


Plans for Securing and Selecting Sub- 
\gents” and he was followed by John 
3. E'atterson who spoke on “The Value 
of the Plugger.” O. D. Weaver closed 
the convention with a question box 
discussion. Immediately following the 
dinner on Friday noon the agents re- 
turned to their own work. 


Great Southern in Missouri 


The Great Southern Life of Houston, 
Fex., has been licensed in Missouri, and 
material in that 


s lookin tor agency 


state 
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UNDERWRITER 


COMPANY STARS MEET) »«ss was $1,817,438 a gain < e 


over the same month of 1921 tota 
5 paid business for the first eight month, 
of this year is $11,706,813, an increase 
WESTERN STATES CLUB MET | ,: : over the period « 
u 1021 Che entertainment features of tl 
: convention were complete in every cd 
$1C00,C00 Men of San Francisco Company | taj! and the home office had arranged 
the program in such a manner that club 
members could see the National Park as 
completely as possible The 
were moved about, the first two days 
oa ; hemg beld at Wawona Hotel and the 
he eleventh annual convention of | Jast cay in Camp Yosemite in the valley 
the $100,060 Club of the Western State: | jtself This enabled the 
held in Yosemite National | al! sections of the park 
first week in September It 
largest club convention oi th 
both in point of numbers and | 
oduction of There were 5s | 
aualified members, cach of whom pro- 
duced the $100,000 of paid tandard of St. Louis and Common- 
business during the club year. The to wealth cf Omaha 
tal volume produced by these members _ 


$2,082,200 same 


Gathered at Yosemite—Sadowski 


sessions 


is New President 


agents to se 
Life was 

Park the 
was the 
company 


TO APPROVE MERGER DEAL 


business 


Will Complete Final Details of Plan for 


necessary 


vas $9,790,280. Sam Sadowski of the | “ — . . 
San Francisco office carned the presi- | . \ _meeung of stockholders of th 
dency of the club with a production of | Standard Life of St. Louis has been 
$801,975, the greatest volume produced | called for Sept. 16, when the proposed 


merger of the Comonwealth Life « 


in one year by any tield man in the ; 

company’s history Grant Taggart of | O™ tha, Neb., with the Standard is ex 
Cov lev. Wyo., earned the vice-presi- | P« cted to meet formal approval. \ 
dency with a production of $730,500, | ™eeting of Commonwealth Lite stock- 
vhich aniount is also above any pre- | holders has been called for Sept. 20 with 
vhich am ‘ ‘ any “aeagpt emery’ 

vious record. Attention was called to | ™ same object im view , 


The actual merger will not be made 
until after an examination of these two 
companies has been completed by the 
insurance department of Missouri, II- 
linois, lowa and Nebraska. This four- 
state examination will probably be 
commenced this week and is expected 
to last for six weeks or two months 
The Standard Life management hopes 
to have things in such shape that the 
combined figures of the two companies 
may appear in their annual statement 


for 1922 


the cifferent types of producers repre 
sented in these two club officers. Mr 
Sadowski does a city business ex- 
clusively, working principally among 
salaricd men and writing policies be- 
tween $15,000 and $5,000. Mr. Taggart 
to the contrary worked in a country 
community with no towns of any 
siderable size and his policies are rela- | 
tively small in individual size. 

During the convention the home office 

nt notice that the figures for the total 
volume of business in August showed 
a greater total than for the same mont! 
of any previous year in the company’s 
The total thus far this year 


con- 





A. A. Drew, general agent of the Mu- 
tual Zenefit at Chicago, has returned 
from a five week's vacation at Belle Isle, 


history 


has passed all »revious records. the to- | Lake Superior. E. J. Phelps, general 
l for the 1 » heing 1 ahe: | agent of the Mutual Benefit Life at 
oes ee Veer bem ahead of ast | Omaha, was a member of the party at 


year The August total of new busi elle Isle. 





Assets - 


BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


$21,300,000.00 





Your agent, Mr 
d my $5,000.00 policy 








l 0 an I { 
pe I wish to thank you for tl 
tlement and for the vors of the 

The all i gz of $167.00 a 
ng of estate $6,845.80. I an 
ove 1 that I am t 


I know that my family will recei 


é 


R 


which you have 
1¢€ 
past twenty 


pleased to know 
annual dividend as long as 


FAIRBURY, NEBRASKA, 


C. Harriss, has just handed me 


years. 


live and at 


$5,000.00. I could have had 


your 
indorsed as a paid up participating 
promptness you have shown in sending the set- 


July 2° 


year paid my premium and resulted in the increas- 
that the premium paying period is 
my death 
$4,391.00 in 


to see the 


irre! lered my policy, but the option selected pleases me 

It is my wish that more of the young people who are earning money may 

to ave a larger amount of what they earn and that they can be made 

a tage of taking t a pol large enough to protect their obligations 

0 ave | h your compa continued success and hope that I may 

ple re of drawing a large mber of annual dividends on my paid up policy 

Yours very truly, 

34 JOHN R. MENDENHALL 
lf terested cc It e of our agents or write Old Line Bankers Life 

a e ( of Nebraska. 14t und N Streets, Lincols Nebraska 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 


1922. 


draft for 


cash and 





learn 

Name of insured.............. John R. Mendenhall 
tei othe bai cat coh nee Fairbury, Neb. 
EN i ees wiciinin ds ROGEN $5,000.00 
Total premiums paid................ ... 3,340.00 


SETTLEMENT 


Total cash paid Mr. Mendenhall.......... $1,845.80 
And a paid up participating policy for $5,000.00. 


and their 
have the 


Insur- 








If interested in an agency or policy contract write Home Office, Lincoln, Nebraska 
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LIFE INSURANCE 


role cfion 
ervice 


All 


EDITION 








What Leading Insurance Men 
Think of Our Plan 


“Dear Mr. Lawrence: 


“I have just been reading your letter to all 
Agencies and Brokers with reference to surplus and 
substandard business; 
portunity to congratulate you upon the Company's 
stand. 


and | am taking this op- 


‘For thirty years | have been the voice of one 
crying in the wilderness and preaching the gospel of 
insurance for all at an adequate premium to safe- 
guard the interests of all. 


‘‘When I see the steps taken by such companies 
as the Prudential, Missouri State Life, Lincoln 
National Life, and others, | feel like Simeon of old 
who said when he saw the Lord in the temple, ‘Now 
letst thou thy servants depart in peace.’ 


“I am glad that I have lived until this day; 
and thank God that the day is not far distant when 
all men in whatever condition of health, who have 
beneficial interests to protect, will be safeguarded 


by a proper policy.” 


The above letter is indicative of the sentiment expressed in 
the appreciative letters which have deluged the Home Office. 
The letter quoted above is from a leading General Agent, a 
veteran in the Life Insurance world. 








Missourl 


From the numerous appreciative expressions 
received at the Home Office, of which the one 
quoted opposite is an example, we are convin- 
ced that the big-gauged Company Officials and 
General Agents approve of our progressive 
stand in favor of the insuring public and the 
insurance agent. 


The day has passed for a Company to take 
only the cream of physical risks and to tell the 
man who has some slight physicial impairment 
and thereforeneeds theinsurance most, and whose 
family needs the protection the most, to go 
without it. 


Practically man is entitled to some 
form of policy at some rate and the Company 


which more nearly approaches 100°; 


every 


issue on 
applications submitted is doing the greatest 


service. 


Accordingly, we have extended and liberal- 
ized our substandard coverage and are offering 
protection on some form and at some rate to 
practically every applicant of sound moral 


character. 


Under our New Plan, we will extend to the 
Insurance Agent, because he is rightly entitled 
to this recognition—-liberal first year commis- 
sions, guaranteed non-forfeitable renewals, and 
the same privileges our own Agents receive, 
such as Club Convention Trips, particularly the 


Pacific Coast trip next year. 


This does not mean that we want to disturb 
your relations with your own Company— instead 
we want to urge you to place with your own 
Company all the business which it will take. 
However, remember that our New Plan offers 
you a regular and open channel in which to 
place all surplus business; permits you to give 
your undivided time to serving your clients; 
and enables you to devote more time to your 


own Company. 


Phone our Branch Manager or General Agent 


in your territory for complete details of our 


New Plan. 


State Life 


Insurance Company 


M. G. Singleton, President 


Life Accident 


Health 


Home Office -St. Louis 


Group 








Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 
= 
Contract direct with the 
Company. 
=, 
Over $125,000,000 of in- 


surance in force. 
nln 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 





























HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 

















THE N ATION: AL UNDERWRITER 


BIG MEN BUYING TO 
PROTECT INVESTMENTS 


Nebraska Agents Reports Fairly 
Active Demand for Policies 
for Larger Amounts 


|SOME SOLD TO FARMERS 
| 
| 
| 


|Men Who Have Had to Mortgage 
Farms Unwilling to Leave In- 


cumbrance to Their Families 


LINCOLN, Neb., Sept. 12—Nebraska 
agents report a fairly active demand 
among big business men and the wealth- 
ier farmers for policies of more than 
average size, largely as a result of the 
unfavorable financial conditions that 
have existed in that state since deflation 
was forced upon its principal industry 
ahead of business generally. These men, 
the agents say, can be readily sold if the 
salesman goes prepared to present his 
case in a concise and intelligent way. 
Many of them have not realized, until 
the proposition was placed before them 
in a proper way, the character of the 
protection that insurance companies are 
able to offer them while they are seeking 
to get back onto their feet. 

Protecting Investments 


Merrit L. Blackburn, secretary of the 
Bankers’ Life, says that representatives 
of his company have been placing a con- 
siderable number of large policies in 
recent months, and have found it not at 
all difficult to do when the plan is pre- 
sented in its various aspects. Most of 
the buyers have been men who have 
taken it to protect their investments or 
| farmers who have had to mortgage their 
Fae In the first instance, says Mr. 





Blackburn, business men have had, be- 
cause of the financial conditions exist- 
in, to take on larger liabilities in order 
to protect what they previously pos- 
| sc sssed. To them life insurance is a sum 
equal to their increased liabilities is an 
pend ince that their estate will be pro- 
| tected from the great shrinkage that 
| would necessarily follow enforced sale 
to take care oi debts. 
| A number of Nebraska farmers who 
| have wide agricultural interests have 
| been compelled to mortgage their farms 
|to take care of losses due to combina- 
| tions of poor markets and drouth and 
| hi ail. Mr. Blackburn said that the Bank- 
fers had sold to a number of them addi- 
lt tional imsurance equal to these mort- 
| ages, so that in the event of death the 
mcumbrances will not be present to vex 
their heirs. 
Man in Debt Good Prospect 

‘atch a man in debt,” said Mr. 
| BL sac kburn, “and let an agent present to 
|} him the possibilities of the sort of pro- 
benpery Px and it is not difficult 
j to sell .~ if he is broad-minded enough 
and a keen enough business man to 
unders cand the saving nature of the 
proposition. If this is done in such a 
way as to make plain to him his interest 
| 
| 
| 
] 
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in the matter, and his business sense 
indicates his course. 

‘An important point to push home is 
- the premium he will pay will but 

ghtly increase the interest charges he 
is | eivendy carrying. If he is carrying a 
$10,000 or $20,000 loan or mortgage, he 
can buy term insurance at a rate, at the 
age of 40 or thereabouts, that will in- 
crease his interest carriage but 1 or 2 
percent. As he pays off or whittles down 
the loan or mortgage he can reduce his 
insurance, and thus decrease his carry- 
ng charges. In practice, he will usually 
keep up the insurance and convert 
the earliest possible time into permane 
protection. 

‘The inheritance tax is also adding to 
volume in this way: A numbe 
men with a considerable estate that, in 

the ordinary course of events, when 

comes to be administered, would have 
to pay inheritance tax are making their 
bequests in the form of life imsurance 
policies. Their estate is decreased by 
the sums for premiums, and in the form 
of policies running to others is dis- 
tributed to the persons chosen as 


ence iaries. 
Getting Better Agents 


M. L. Palmer of the Aetna reports 
similar conditions and developments, 
and both men, emphasized that more and 
more insurance is being written payable 
to the firms of the lives of men compos 
ing them Mr. Palmer says that his 
company did a much better warm 
weather business than usual. There is 
a better demand, and the number oi 
larger-sized policies is increasing. He 
has found as an additional inducement 
or argument that the past three years 
has found business men taking losses on 
every investment they have made, but 
their life insurance. If a man is bright 
cnough to see the point no further argu- 
ment is needed to convince him. 

“] also ascribe the better business to 
the fact that we are gradually getting 
better agents. When we get a good 
man now we hold him if he is wort! 
whilk | have abandoned the practice 
of picking derelicts of general business, 
men who haven't made good elsewhere, 
but with exceptions that merely prove 
the wisdom of the rule. One of my best 
producers is a man with mercantil 
experience, but who didn’t make good at 
it because he was not adapted to it. He 
is a likable man and he is making goox 
\nother had two years’ experience in ; 
trust company, and another came frot 
a mercantile agency force. As a rule, 
if they make good elsewhere they can 
make good in insurance, and so I ai 
getting more and more opposed to giv 
ing tryouts to those who haven't. Big 
ger production in size and volume i 
coming from the men who know the 
rate books, and I am not sending any 
man out who doesn’t know it before- 


Must Keep Up to Date 

E. E. Bennett of the Midwest Life 
said that his company was not selling 
very many policies at the present tim 
The arguments recited above are potent 
in his opinion, and productive of good 
results He emphasized the necessity 
of agents making themselves perfectly 
‘familiar with the plans and their pos 
sibilities, and with the new arguments 
that make them fit in well with existing 
financial conditions. The Midwest has 
found an improvement in the situatior 


¢ 


as the new crops are being marketed 


LIFE COMPANIES’ SEMI-ANNUAL STATEMENTS 


(As Filed with the Governor of Georgia) 


———Six Months 





Assets Surplus Income Disbmnts 
Americ an Central $ 9,080,484 $ 386.241 $ 1.517.218 $ 1.095.924 
Zank. Life & Health 128,908 284.540 160,367 
Franklin 5 14,018,899 2,388,897 1,714.6 
Illinois Life 20,404,710 37.453, 418 2,494,579 1,969,432 
Industrial L. & H. 10,901,496 1,091,496 1,083,828 
Metropolitan .. : ] 103,169.60 
Missouri State 4,072.56 
New England Mut... 9 142.508 
702.098 


No. Carolina Mutual 
Northwestern Mutual 
Phoenix Mutual... 
Security Mutual 
State Mutual, Mass 
Travelers 














5.105.349 


1,148.21 
5.577,70 
34.090.8% 
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prospects brighten for those still 
wing. A number of $10,000 policies 
ive been written where the primary 
jject of the buyers was to protect 
estates from increased liabilities 
iied up during the business depression, 
i Mr. Bennett believes that as this 
ase of life insurance as an insurance 
of business solvency for an estate 
ymes better known, this line can be 
wvreatly increased, especially in view ot! 
low rates by which term insurance 
be carried over the period usually 
required to recover past losses in busi- 
ss or tarming. 


More Prospects for Small Policies 


Oak E. Davis, state manager for the 
Security Mutual, said that a $15,000 

icy was the highest his company had 
vritten lately, and that was for a busi- 
ess man who desired to protect his 
state against mecessary borrowings 
uring the readjustment period. A itew 
thers of similar character are being 
ritten, but Mr. Davis said the com- 
pany Was just now specializing in the 
smaller policies. The average now was 
running around $2,500, and was being 
suught by men of smaller means who 
ire imcreasing their protection or by 
men just starting in to buy insurance 
[he business in these was active, and 
it was being limited largely to that field 
it the present time because in it are to 
« found the larger number of pros- 
pects Mr. Davis said the arguments 
vith respect to protecting agaist pres- 
ent indebtedness and to avoiding the 
payment of heavy inheritance taxes by 
uying insurance should greatly in- 
crease the larger policies line, and 

uld if presented by men who ac- 
uainted themselves in advance with its 
possibilities. His company, however, 
vas holding that field for future ex- 
ploration, 


Look for Greater Demand 


NX. H. Gardner, state manager tor the 
State Life of Indiana, said that he had 
sold only a few large policies in recent 

onths, and that his experience had 
cen that conservative buying was the 
uy With the constantly bettering 
gricultural conditions, Mr. Gardner 

ks for a greater demand and a larger 
isiness in the near future It is no 
nger necessary to argue the virtues 
life insurance with men in a position 
uty large policies. The agent who 
convince a man, by his own know! 
of what he is selling, that he has a 
roposition that is to the advantage ot 
buyer, can have no difficulty in clos- 
if his prospect is financially able to 
ing it. 
H. H. Loughridge, representing the 
Equitable Life of lowa, said that there 
in excellent prospect tor the big 
siness in the future Mr. Loughridgs 
| that with bettering agricultural con- 
s in the west, which meant en- 
1 incomes for prouacers, it ought 
to be difficult for thoroughly 
lipped insurance men to sell policies 
these men to protect them and their 
states while they are working their 


vy back to freedom from unusual debt 


tior 
ec 


Lawrence’s Results from Advertising 


\ ce-president Thomas | Lawrenc 
the Missouri State Life was aske 

week before he went on vacatio1 
results had been already noted 
the recent unique = advertisins 
hich the company has published in 
me leading insurance papers. He said 


t one result was a flood of corres 
idence from agents 1 the 
ch has proven to be of such inte 
that extracts trom thes 
th no mention of the 
ters) are likely to be used future 
rtising as well as in the agen 
issued by his company Mi 
vrence said that some 
cived make extremely interesting 
mments on the vintage of 1870 
methocs still in use | oO 
and that if th could be used in 
ll and the names of the writers pul 
hed no further comment would 
essary 
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Is Your Audience 
Asleep? 





When you speak of the value of life insurance 
protection, is part of your audience asleep? 


All those} folks to whom you are unable to offer a 
policy might as well be. in dreamland as far as 
your results are concerned. 


When you speak for The Lincoln National Life 
Insurance Company you are sure you can interest 
your entire audience, because The Lincoln Life 
issues policies on practically all applications sent in. 


The Lincoln Life insures women on the same 
basis as men. It accepts the risk on persons hav- 
ing slight physical impairments or engaged in 
hazardous occupations including railroaders, min- 
ers and electricians. It issues policies on all reg- 
ular forms down to age 10 and issues an exchange- 
able policy to children as young as one year. 


You can address your audience of prospects in the 
confidence of one who knows he has the goods 
to deliver when you 








Swine THs (LINCOLN) 


The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 
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Lincoln Life Building Fort Wayne, Indiana 
Now More Than $220,000,000 in Force 
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/ A very good story is going the rounds 
Published every Thursday by THE CATIONAL, UNDERWRITER COMPANY, Cone : ’ “e er 
Toinenth @ nd N New York. EDWARD J. WOHLGEMUTH, President; F- among the friends of Arthur F. Hall, 
WOHLCEM\ TH, Seoreter and General Manager; H. E. WRIGHT, NORA INCENT } vice-president and manager of the Lin- 
PAUL, Vice Presidents; LLIAM A. SCANLON, Southwestern Mana er; FRANK coln National Life He recently re- 
BLAND, GEORWJE C. ROEDING and O. E. SCHWARTZ, Associate Managers. er nag ecxgiags ; 2 : 
C. M. CARTWRIGHT, Managing Editor turned from a six weeks’ automobile trip | 
HOWARD J. BURRIDGE, Associate Editor through the east, and the story concerns | 
FRANK A. POST, Associate Editor what happened to him in Montreal. 
Mr. Hall, with his wife and her two | 
PUBLICATION OFFICE, Insurance Exchange, CHICAGO a ieee Gee ea "= “d ‘ aa. | 
CINCINNATI OFFICE, 420 E. Fourth St.. Telephone Main 5192, RALPH E. RICHMAN, Manager SETS, ee ee Ne SS Eee Wee | 
E. R. SMITH, Statistician; ABNER THORP, JR., Director Life Insurance Service Dept- they w sept a ow a up the | 
Saguenay River by boat. he car was | 
a Cea CORCE x Nia OR be ocen Vie Pee — left with a colored chauffeur, who has 
= -_ been in Mr, Hall’s employ for the past 
| Subscription Price, $3.00 a year; in Canada $400 a year. Sinzle copies 15 cents nine years, and in whom it seems too | 
In combination with the National Underwriter (Fire and Ceoualty) $5. 50 a year; Canada $7.50 much contidence was placed. He got to 
——— _ — running around and drinking with some 
of the Montreal dark set, who are said 
° ° . . to be a very bad lot. He loaded Mr. 
Perspiration, Not Inspiration Hall’s Packard Twin one afternoon and 
, . : edo ; ee — lici started tor a picnic 20 miles away. Upon 
One of the things in the life insurance they mect as a prospect, and to solicit | the return trip, while breaking the speed 
business that the officials of most com- everybody encountered under all circum- | limit on a very narrow and tortuous | 
panies marvel at is the large amount of stances. The results speak for them-|road Mr. Hall's car collided with a 
ordinary life insurance placed each year selves. Nowhere is the value of hard work | '@"¢% Pierce Arrow, which, by the w ay 
by ‘ Me lit Prudential j hn on the part of life salesmen better illus- cost $10,000 in Canada. Mr. Hall's 
by the Metropolitan, rudential, Jonn ihe wears chauffeur was arrested and his car 
Hancock, Western & Southern and other trated than in the records made by the seized, and when he returned to Mon- 
These great in- big industrial companies in the writing of | treal early one morning neither chaui- 


big industrial companies. 
stitutions employing thousands of men 
write ordinary life insurance only as a side 
line. Their men are trained to go after 
industrial business. They pick up an or- 
dinary life case whenever they can, but 
their attention is centered upon the build- 
And yet 

much 


ing up of their industrial debits. 


these industrial companies write 
more ordinary life insurance than a great 
many of the very prominent companies 


which write no industrial business at all. 
Why 

Principally 
dustrial life 
least eight hours a day. 
the job early in the morning, 
at it until it is time 


is this? 

because the agents of in- 
companies are working at 
They get out on 
and keep 


for dinner at night. 


Chey do not stay in their offices drawing 
up life insurance programs, or studying 
for an hour or two the inheritance tax 


laws, or auditing a prospect's line of in 
surance, or studying over the best way to 
approach a certain big man, or anything 
»f the kind. Instead, these industrial life 
salesmen are tackling everybody they meet 
They have been trained 


for life insurance. 


to work all day long, to regard everyone 


ordinary business. 
\s a matter of 
men write as much ordinary business dur- 


fact, some industrial 


ing the year as is secured by agents of 
other companies who spend their entire 
time in seliciting ordinary only. The in- 


dustrial man who writes an ordinary case 
does not rest on his oars for two or three 
days. The ordinary life policy that he 
lands is just one among many. He is ac- 
customed to writing several cases a day, 
and does not feel that he 
slow down just because he happens to pick 
off an ordinary policy during the regular 
They all look alike to 
Ile has been taught 
know 
else. ordinary life 
ducers think they are working hard 
should spend a few days, going the rounds 


is entitled to 


course of business. 
the industrial man. 
to work does not 


anything 


and how to do 


Some pro- 
who 
with a real top notch industrial life sales- 
pace would be so hot, and they 
so worn out as a result of an 
excursion of this kind, that they would 
have to rest up for a couple of weeks 
order to get back into shape 


man. The 
would be 


agam 


they would learn a point or two, 


Good Health Week 


“Wee ks” or 


modern tad. 


WW b are 


kinds. It is a 


Various 
Although 


having 


we may be called upon to observe fre- 


quently various “weeks” devoted to 
serve to cm- 


The 


kept in a constant 


certain activities, vet they 


phasize very desirable teatures. 


trouble is we may be 


state of celebration and observation. 
One of the weeks in which we are 
asked to participate is “Good Health 
Week.” This is set for Oct 23-30, 
Chere seems to be a “Good Health 
Week Promotion Bureau,” the = secre- 
tary of the new bureau being WILLIAM 


-) 


But 





F. Hartcu, located at 200 Grand avenue, 
Milwaukee, Wis. 
Life insurance companies are inter- | 


this 
shown commendable 
attention to 
elimination 


ested in all movements of 


acter. They have 


enterprise in devoting 
health 
of all possible 
public movements to which 
The 
present movement is fostered by leading 
directly inter- 
employes in fit 


preservation and the 


disease causes. This is 
one of the 


life companies can well contribute. 


who are 
having thetr 
condition, 


manufacturers, 
ested in 
physical 


Contingent Beneficiaries’ Interest 


One of the companies says that agents 
do not emphasize as much as they might 


the value of income insurance to con- 


tingent beneficiaries. One reads where 


both father and mother have been killed 
in some accident The Knickerbocker 
theater disaster in Washington, D. C., 
for instance, wiped out the parents in 
several homes There were 15. hus- 
vands and their wives included in the 
list of killed in that tragedy. 


cases ot 


Where 


income insurance in 


Monthly 


his kind is especially 


valuable 


the interests of contingent beneficiaries 


looked 


embarrassment 


are not properly atter there is 
sacrilice 
adjusted. Men 


the value of 


danger of and 


while estates are being 


purchasing surance see 


protecting contingent beneficiaries so 


char- | 





that they will be adequately provided 
for whether the husband dies first or 
both are kiiled at the same time so 


difficult to determine 
The 
dependent | 


that it becomes 


the order of 


their demise. careful | 


man is providing for his 


children under all circumstances, 


feur nor car were in sight. It was late 
that night before they were located. 
Mr. Hall, being in the insurance busi- 
ness, should have known better, but the 
fact is his car was only insured for 
property damage up to $1,000, and his 
own car for collision in excess of $100, 
Aiter 


drawing on the insurance con 
panics for the limits under their con- 
tracts, Mr. Hall found himself set back 
$2,000 and delayed nve days. Added to 
this were the expenses of golf bets lost 
to the very canny Scotch agent of the 
Preterred Accident at Montreal, with 
whom Mr. Hall whiled away the time 
while waiting for an adjustment and set 
thement of his difficulties. 
Mr. Hall returned to Fort Wavne a 


man, and it was sev- 
story leaked out on 


poorer but a wiser 
eral days betore the 
him. The agent of the Preferred Acci- 
dent, thinking it was a very good adver 
tisement for his business, finally let the 
cat out of the bag. 


Stookey, father of Assistant 
Bert J. Stcokey of the IIli- 
died at bis home in Hinsdale, 
was SI vears of age 
years Wasa director of th 


John A 
Secretary 
nois Lite, 
Ill, last 
and for 
illinois 


week. Ee 
sO 
Life 


Herman L. Ekern, oi 


Madison, Wis.., 
general counsel of the National Associ- 
ation of Mutual Fire Insurance Com- 
panies, Mutual Insurance Federation, 
National Association of Mutual Casu- 
alty Companies and National Associa- 
tion of Automotive Mutuals, was nom- 
nated on the Republican ticket in Wis- 
-onsin last week by an overwhelming 


najority for attorney general. Mr. 
Ekern was running on the ticket headed 
by Senator LaFollette. 

H. L. Ekern was at one time a mem- 
ber of the Wisconsin legislature and 
later was speaker of the house. He then 
became insurance commissioner. He 
has taken an active interest in insur- 
ince affairs and is one of the best 
known insurance attorneys in the coun- 
try. Mr. Ekern is a man of brilliant 
attainments. The general talk in Wis- 
consin is that he is being groomed for 
the governorship of the state and later 
on possibly United States senatorship 
when Senator Lenroot’s term expires 
and he comes up for reelection. 


President Morgan. G. Bulkeley of the 
Aetna Life and affliated companies, the 
dean of life insurance ay egy has 
again been chosen to head the G. O. P. 
delegation from Hartford, Fouing to 
the state convention. The governor is 
now 85 years of age but active in all of 
his interests. 


James Scott, formerly with the actuar- 
ial department of the Aetna Life has be- 
come assistant actuary of the 
souri State Life He was with the 





Mis- | 


| of Des Moines, 
judicial district to succeed J. D. Walling- 


JAMES SCOTT 
Actuary, 


Assistant Missouri State Life 


Aetna Lite for 
vious to that 
for tour years. 


and pre- 
Life 


three years 
was with the Home 


\n interesting story of the 
the National Association of 
derwriters, insurance journals and 
salesmanship courses is told by L. 
Brackett Bishop, Chicago manager for 
the Massachusetts Mutual. On his re- 


value of 
Life Un- 


cent tour around the world Mr. Bishop 
met a representative of a Cunstien 
company in Hong Kong, who was left 
as leader of his agency through the 
death of his manager. This young 
man, about 30 years of age, had been 
a government clerk and knew practic- 
ily nothing of life insurance. Mr 
Bishop talked over the business with 
this agent, D. O. de Silva, of the Sun 
Lite, and suggested that he subscribe 
to several lite insurance journals and 
subseribe to one of the salesmanship 
courses Last week, several months 
after that visit, Mr. Brackett was in re- 


this life insur 
agent, expressing his apprecia- 
ton for the suggestions made while in 
Hong Kong and enclosing a card which 
present standing of the 
Silva had increased his 


ceipt of a letter from 


anes 


showed | the 
agent. Mr. de 


production 100 percent and had won 
the distinction of fourth place in a 
world-wide jubilee contest of the Sun 
Life and the vice-presidency of th 
Macauley club of that company. Dur- 
ing the first six months of the year in 
which he undertook the steady work 


he reported 95 applications for a total 
of new business of $261,750. Mr. Bishop 
says that this individual case shows the 
influence of the National Association 


of Life Underwriters, to which the 
agent had been referred, and also six 
months work under a_ salesmanship 
course. 


J. G. Stephenson has been appointed 
superintendent of ordinary agencies o! 
the London Life of London, Oni. Thx 
offices of superintendent of eastern and 
western ordinary agencies have been 
combined under Mr. Stephenson's jur- 
isdiction. He has just completed hs 
president of the Life Under- 
writers Association of Canada and pre 
s‘ded with President Shuf? at the re- 
ent loronto convention. Mr. Stephen- 
son has been at the London Life, start 
ing in as weekly agent and going on up 
the line. 


terin) as 


Che insurance fraternity was honored 
when Governor N. E. Kendall of Iowa 
recently appointed George E. Brammer, 
general counsel for the Merchants Life 
judge of the sixth lowa 
who has been named 


ford, resigned, 





ad 
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udge of the Panama Canal Zone by 
President Harding. 

judge Brammer assumed his new 
juties Sept. 1 and will serve until Jan. 1, 
923, after which he will again be with 
1c Merchants Life. Judge Brammer 
has practiced law in Des Moines since 
1908. He was formerly representative 
from Polk County in the lowa legisla- 
ure and during his service there was 
hairman of the insurance committee. 


W. L. Crawford, chief examiner of 
the lowa insurance department, died the 
other day as a result of blood poisoning. 
He had been confined to a hospital in 
Des Moines for a number of weeks but 
his death was unexpected. He was con- 
nected with the Iowa department four 


ears. 


... Stanley Edwards, manager of the 

tna Life at Denver and well known 

the life insurance fraternity through 
cing president of the National Asso- 
ciation of Life Underwriters in 1920, is 
candidate for state senator on the 
Democratic ticket Mr. Edwards has 
ived in Colorado for 32 years and is a 
graduate of Denver University, class 

1S04. 

F. J. Bohl, manager of advertising 
ind supply departments of the Peoria 
ife is wearing his new honors mod- 
stly \ few weeks ago a baby gir! 
vas born to Mrs. Bohl. 


Willard T. Plogsterth, publicity sup 
crintencent of the Lincoln National Life 
and who has recently been promoted to 
agency correspondent, is the winner of 
handsome loving cup as a member ot 
the doubles tennis team which won the 
Fort Wayne city championship in th; 
tournament just ended Mr logs- 
terth was a member of the victorious 
Indiana University tennis team of 1920 


Mr. C. F. Cross who has been chief 
underwriter for the Lincoln Nationa! 
Life since September, 1920, when 
went to the Lincoln from the Inter 
Mountain Life of Utah, is going with 
the American Life of Detroit as actuary 
He is now in Hartford. where he is 
studving actuarial methods and will be 
there until the midcle of October when 
ie takes un his active duties with the 
American Life 


Stanley Reed of Louisville, secretary 
ind director of agents of the Inter- 
Southern Life of that city, reached his 
srd birthday anniversary Monday of 
this week. Mr. Reed is very popular 
with the agents of his company He is 

young man of splendid training, per- 
sonality and character In his honor 
present month has been set aside by 
the agents, and they are piling in the 
ipplications to show their high esteem 
or him. 

The new agency manager of the 
\merican National of St. Louis. Frank 
W. Engel, is a graduate from the Lin 
oln National Life’s home office, hav- 
ing been assistant to Superintendent of 
Agents A. L. Dern at Fort Wayne. H« 
Ss a very unassuming young man and 
lisclaims any idea that he is going to 
lo anvthing wonderful but the facts are 


that the American National is dailv re- 


ruiting new agents far in excess of anv 
cord before established. “Youth will 
served,” they say, and Mr. Enge! 
nvevs to those who meet him an im 
ssion of force and power in re 
which seems likely to soon he 
Hected in the agency organization of 
s con panv 


Public Life’s New Building 


\lfred ( lover. chairm an of th hoard 
rs ¢ the Public Life of Chi- 
announces that the company will 


into its new home office building 


w being erected at Washington hou- 


t later than Oct. 15. The construc 
tion work on the new buildine is pro- 
ressing rapt idly VW Lae completed the 
tructure will represent an investment 
t £250,000 
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Almost Sold 


There are figures and statistics that show how many 
people bought life insurance and how much they 
bought, but who knows how many of the “almost 
sold” class are still without insurancer 


The right sort of an appeal based upon the representa- 
tion of a company of the Peoples Life type will carry 
many of the “almost sold” class over the brink. 


The Peoples Life is always willing to give help to its 
agents in presenting life insurance of the kind that 
actually sells insurance to the prospect. 


PEOPLES LIFE 
INSURANCE COMPANY 


Frankfort, Indiana 
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“Ord.-20 Pay” 


The two forms most sold, because most useful. They 
fit the needs of the policyholders. But a big advance 
is the combining of both in one policy. THE COM- 
PLETE PROTECTION POLICY. It gives the 
insured the benefit of an ordinary life policy if he dies, 
and a twenty-payment life policy if he lives. Agents 
will be interested in this form. 


A policyholder is a friend, but a stockholder is actively 
interested. THE ORGANIZATION POLICY 
carries one share of Company stock with each 
$1,000.00 of insurance. The stock is paid for out of 
the dividends. 


Good Territory Is Still Open 


{ 
a 


THE NATIONAL SAVINGS 
LIFE INSURANCE:.COMPANY 





- COLEMAN W. M. G. HOWSE L. W. CLAPP 
‘oe Secretary Treasurer 
LOUIS A. BOLI, Jr. 


Vice-President & Agency Director 


WICHITA, KANSAS 

















DAKOTA LIFE 
INSURANCE COMPANY 


WATERTOWN, SOUTH DAKOTA 


A strong conservatively 
ageressive Company 


If YOU’RE big enough to handle a 
General Agency, and can prove it; 
willing to demonstrate your produc- 
tivity before asking for special con- 
cessions, WE can arrange a direct 
Home Office contract that will meet 


with your approval. 
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TO CHANGE ITS BASIS 
PLAN OF NORTHWESTERN LIFE 


Omaha Company Will Become a Stock 
Corporation and Put out Entirely 
New Set of Policies 


The Northwestern Lite ot Omaha, 
incorporated in 1919, will be changed 
to the stock legal reserve plan in about 
60 days and a full line of policies will 
be placed on the market. The company 
was organized by means of “surplus” 
notes and is purely mutual. The laws 
of Nebraska provide that a mutual 
company may issue surplus notes to 
provice for the deposit required by the 
insurance department, and also for 
necessary organization expenses It 
further provides that these notes do not 
liability until the surplus is 
double the amount of surplus notes is- 
sued. Up to this time only one form 
of policy has been issued in amounts of 
$5,000, with graded death benefit: 

The Northwestern Life on Dee. 31, 


become a 


had assets $191,410 and surplus $101,- 
008. Its total income last year was 
$242,496 and = disbursements $125,198. 
It one $2,154,000 insurance in torce. 
Clyde G. Smith is president, J. A. Rod- 
man, vice-president and treasurer and 


It is heensed 
Kentucky. Mis- 


P. J. Harrison secretary 
in Nebraska, Inciana, 


souri and Ohio 


Commissioner McMurray Reappointed 


Thomas S. McMurray, Jr., has been 
reappointed state insurance commis- 
sioner of Indiana for a four-year term. 
The new term will commence Oct. 1. 
Governor McCray has just announced 
the appointment. Mr. McMurray be- 
came commissioner in March of last 
year succeeding Miles Schaeffer. 

In 1919 when the legislature created 
the Indiana fire rating law, Mr. Me- 
Murray was appointed to administer it. 
The state insurance department then 
was a division of the auditor’s office. 
When it became a separate state depart- 
ment in 1920, Mr. Schaeffer who had 
been actuary in the department, was 
appointed. Later, Mr. McMurray re- 
signed as administrator of the rating 
law, but when Warren C. McCray be- 
came governor, he made McMurray in- 
surance commissioner. 


Mr. McMurray for some time man- 
aged the insurance department of the 
Bankers Trust Company of Indian- 


apolis. Mr. McMurray’s rulings in In- 
diana have been characterized by con- 
sideration of the insuring public's in- 
terest. 


Observes “Policyholders’ Month” 


The Mutual Trust Life of Chicago 
has designated September as “policy- 
holders’ month.” The agents of the 
company are urged to call in their poli- 
cyholders during this month, offering 
their services in connection with the 
policies now in force and gaining the 
good will and appreciation of the pol- 
icyholders through service and friendly 
interest. It will afford the agent an op- 
portunity to discuss a more elaborate 
life insurance program and many addi 
tions should follow. It will also fur- 
nish an opportunity to readjust existing 
policies to present day conditions. The 
production of the Mutual Trust Life 
last month showed a considerable in- 
crease over August of 1921 and this 
special effort in September is expected 
te place September well above the 
same month of last year 


Moline Company's Safe Robbed 


Bure lars broke onen the safe of the 
International Life & Trust at Moline 
Ill.. and secured $300 in cash last week 
They climbed the fire escape. went 
through the transom of the office and 
broke off the combination 


| Illinois 


| than half of the entire 


September 14, 
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FIGURES FOR ILLINOIS 


ASSESSMENT BUSINESS SHOWN 


Globe Mutual and the Illinois Bankers 
Life Led the State Companies 
in 1921 


The Illinois insurance department has 
gotten out its tabular statement show 
ing the transactions of assessment life 
companies in the state last year. The 
companies wrote last year it 
Illinois, 73,909 and had in force 
$82,695,641, The leading company was 


$13,7 


the Globe Mutual of Chicago, whos: 
new business was $4,833,323. The next 
was the Illinois Bankers Life of Mor 


mouth with $4,101,305 new business. It 
has in‘force $42,496,140 which is mort 
assessment busi 
in the state in all Illinois 
associations of other 
states wrote in new business $4,659,909 
in Illinois and have in force $14,524,500 
The leading company was the Guaran 
tee Fund Life of Omaha, with $1,677.50 
new business. Next was the Express 
men’s Mutual Benefit of New York 
with $1,502,409 new business and the 
third was the National Life of Des 
Moines with $1,436,000 new business. 


ness in force 
companies, he 


Figures for Entire Field 


Insofar as the general business ot 
Illino's assessment companies ts con 
cerned the Illinois Bankers leads all the 
rest with new business $20,109,126, The 


entire business written of all Illinois 
companies was $32,619,990. The sec 
ond company was the Globe Mutual 
which confines its operations entirely 


writing only industrial busi- 
business being $4,823,525. 


to Illinois, 
ness, its new 
Phe next company was the Bankers Mu 
tual Life of Freeport with $3,679,500. The 
Illinois Bankers Life has $102,201,17s 
business in force. Its total premiums 
last vear were $1,806,432, total incom« 
$1,927,777 and total disbursements $1 
235,005. The Guarantee Fund Life in 
its entire field last year wrote in new 
business $32,762,500 and has $141,895 
300 in force. Its total income last year 
was $2,528.462 and its disbursements 


S1L.H50.545, 


Des Moines Companies’ Building 


Work on the new 18-story building ot 
the Equitable Life of Iowa is ready to 
start Oct. 1 as originally planned. The 
new Equitable building will cost over 
$2,000,000 and will be ready for occu 
pancy 18 months after work begins 
Steel and tile will be used in construc- 
tion with a handsome observation tower 
on top and eight high speed elevators on 
the inside. By placing steel contracts 
early, the company saved $12,000, as 
prices have since gone up. Correspond- 
mg savings have been made in terra 
cotta and other materials. 

In the meantime, work on the new In- 
surance Exchange, two blocks from the 
new Equitable, is progressing rapidly 
George B. Peak of the Central Assur- 
ance is behind this structure which will 
he ten stories high, 132 feet on Grand 
Avenue, 182 on Fifth street and will be 
the biggest office building in the state 


This structure will be ready for oc- 
cupancy about April 1. 
The Nothstine building at Sixth and 


Grand, which will be the home of the 
Bankers Life, in part, is also under con- 
struction from which it may be gathered 
that the insurance companies ef Des 
Moines are behind the biggest building 
program the state has ever seen in a 


single season 


Equitable’s Big Month 
Davis of the 
announces that 


Vice-President F. H. 
Equitable of New York 


the paid business for August exceeds 
any previous paid August regular bus! 
ness in the company’s history. It shows 
an imerease of $7,500,000 over August 


last vear 














Witns 


fort He 


September 14, 


WRITES LARGE GROUP 


GEM CITY CAPTURES BIG ONE 


1922 


Arranges to Write $150 Life Policies 
for Members of Grange in 
33 States 


VAYTON, O., 
as been closed by 
Dayton, which 


Sept. 13.—A contract 
the Gem City Lite 
provides group lite 
surance for all members of the Na- 
Grange, who care to take advan- 
of the opportunity to I 


hional 


buy a smal 


fe policy at a low rate. Members 
the Grange who desire the benefit 
r requested to make = application 
rough their local secretary to the 
National headquarters. As soon as 
000 applications have been received 
1 insurance will be put in force and 
secretaries immediately notity 


No Medical Examination 


No medical examination is required. 
ither is there an age limit 
issued to members. 
will be issued. Already tive 
tates have endorsed the plan, they he 
« Massachusetts, Connecticut, Maine, 
elaware and Indiana. Other state 
eetings to be held in the near future 
are expected to result in many more 
ndorsements. Ohio alone has 128,000 
members in the Grange Any mem- 


on the 
‘ e l’ my " < 
cies oncn 

+ $150 


er of the Grange may take advantage 
of the new plan, but when membership 
the organization ceases the policy 


s automatically cancelled. 
Handled at Boston 


headquarters 
Boston, Mass . 


Leslie R. Smith of the 
otice of the Grange in 
vill be in charge of the details of the 
Approximately 50 percent of 
peng yy is expected to 
ke advantage of the benefit, owing to 
he low cost and the fact that no medi 
al examination is required. The Gem 
City recently wrote a_ similar 

overing the National Federation of 
‘ost Office Clerks. The company 1s 
aking an aggressive campaign for 
tsiness these days. It now has assets 


plans. 


e Grange 


policy 


of over $50,000 and $110,000 of capt tal 
tock. A new issue will bring the 
pital up to $200,000. ee er tt 
s vice-president and general manager 
the Gem City, and in active charge 
affairs. 
Old Age Protection 

1 Tig popularity of old ave imsurance 
creasing Some companics are 

ting this insurance on regular | 
ment forms and others are tssumeg 


ige income policies, providing so 
ha month. Several companics have 
ried that thev are now 
Endowment Ave 65 policies imMong 


em being the Inter-Southern Ltie ane 


preparing 


« Fort Worth Life of Texas. he 
etropolitan Life has just issued rat 
this form of contract. Undoubted 
s is the age at which most of thes« 
licies will mature \ge 60 will 
lose second in popul irity 
Gives Picnic to Policyholders 
(5, C. Riffie, agent for the Royal 
ion Life, at Maysville, Mo., gave a 
ther unusual picnic last week for his 
policyholders. Nearly 1,000 attended 
“vdney A. Foster, secretary of the com- 
any, and Paul Ray, superintendent ot 
gencies for the Equitable of Lowa, at- 
nded the picnic, and addressed thos« 
resent 


Mr. Rife won the production contest 





mong agents of the Royal Union. The 
ntest was held from July 15 to Sept 
nd the trophy was a gold watch 

Ss. S. Wilson, for many years re ‘ 
ntative of the Bankers Life in Des 

Moines, was killed recently in an aut 
obile accident in Los Angeles Wher 
® boom days of the war period came 
Mr. Wilson quit life insurance to be- 
ne president of the Wilson Rubber 
npanyv The concern collapsed when 
« slump came and he removed to © 


was 78 vears old 


THE NATIONAL 


ASK LAW ON TWISTING 


SEEK NEW KANSAS 


STATUTE 


Insurance Department Would Have Its 
Rulings Incorporated into Law to 
Increase Penalty 


rTOPEKA, KANS., Sept. 12.—Twist- 
‘ig may be the subject of some “~ 
legislation in Kansas next winter rhe 


insurance department is «xpecté d to ask 
that the legislature put.into !aw the rul- 
ings of the department intended to stop 
iwisting. While the depariimert rulings 
have been partly effective violation of 
the rulings results only in the agent les 
na his and the 
Practice 

\n unusuz il report of twisting 


license does not stop 


has just 


come to the department. A woman took 
out an industrial policy in 1917 Phe 
policy shows that she was 33 years of 
ige at that time. In August, 1922, the 
svne woman took out a policy in an- 
other company and her age this pol- 
icy is also given at 33 vears, indicating 
ihat she had not crown a t older in 
the five years. 

The collector for the company which 


wrote the original policy discovered the 
new policy when he attempted to coi- 
lect the August payment and told 
to cancel the old policy. Questioning 
oi the woman developed that the agent 


was 


tor the company which wrote the sec- 
ond policy hai told her that he would 
write a policy giving her al! the beneiits 
ot her old policy and protect her under 
ail the conditions and rights that had 
accrued for the tive years Che insur- 
uNCE department has both th. policies 
and the statement of the Lolde: The 
company which wrote the new policy 
claims that it had no information that 
the agent had made improper represen- 
tations and had made a false record 
in the application 

Many insurance men have urged that 
the rulings of the departmen: be mace 
inte law and it is believed that the prac- 
tice could be stopped to a greater cx- 


tent than with simply rulings of the de- 
partment 


New Actuarial. Firm 


\ partnership has beer tormed undet 





the name of Woodward & Fondiller to | 
conduct a business as consulting actu- 
aries and consultants in insurance man 

agement, accounting and = law, with 


offices in the Mutual Life Building, 43 


Cedar Street, New York Jos ~ H. 
Woodward, the senior partner, was for- 
merly auditor of the New York insur- 
ance department and later actuary of 
the New York State Industrial Com 
mission He has recently been assist 
ant actuary of the l_quitable Lite oO! 
New York. He 1s cllow ot the \c- 
tuarial Society of America, the Casualty 
\ctuarial Society and the American In 
stitute of Actuaries. Richard Fondiller 
has had a considerable life and casualty 
imsurance experience and until recently 
was superintendent of group insurance 
accounts of the Equitable Lif Ile is a 
member of the New York bar, a fellow 
of the American Institute of Actuaries 
and of the Casualty Actuarial Society 


Figures on Oregon Business 


ga'n of $25,015.898.85 in the amount 
Oregon on 


date of 


I nstirance im torce in 
Dec. 31, 1921, the 
1920 is shown in a report prepared by 
\. C. Barber. state insur commis 
sioner \ total of $317,872.565.26 of 
was in force on the last day 
Of this total regular line 

Oregon had writ- 
The Ore Life 
oneern In gon 
had written $25.075.849 of total 
Industrial business amounted to $17,- 
183,195 and assessment business $5,924.- 


over sale 


ance 


msurance 
of last vear 
companies 
ten $269,689,321.36 


the only 


outside of 

gon 
(ore 

the 


domestic ni 


000, All lines showed a healthy gain 
over the previous veatr I ife Insurance 
companies on Dec. 31 of last vear had 
$49,272,149 invested in Orego Mr 


Barber's report shows 
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Special Series 


UNIQUE MANUAL DIGEST 


ABSTRACTS FROM ANN 





ADS KEPORTED TO HOME STATE 
INSURANCE DEPARTMENTS 
For Year I nding December 31, 1921 | 


“INCOME | 


New Premiums 

Renewal Premiums 
Gross loterest and Kents 
All Other Receipts 
TOTAL INCOME 





73 
3,523.86! 





DISBURSEMENTS 
Death claims, incl. additions and dis. claims 
Endowments, incl. additions and annuities 
Surrendered and lapsed policies 
Dividends to policy holders 
Total paid policyholders 
Expenses of management (See Note Below) 
Dividends and interest to stockholders 
All other disbursements 
TOTAL DISBURSEMENTS 
Income over disbursements 


INSURANCE EXHI EXHIBIT 


397,797 
6.608 
278,433 
x113,410 
796,338 
1,102,025 
100,000 
A7 044 
2,085,407 
1,438,458 
































UAL STATEMENTS 
} 
Pan-American | Penn Peoples 
ife } Mutual 


Life, 1 











New Business, Paid for, incl. revivals and inc 24,447,604) 2,923,579 
Terminated during year 24,157 445) 637,780 
Net gain in insurance 200,15 > 285 7O0 
Total insurance in force, Paid for 87,648,741 177,04 
ASSETS | 
Rea! Estate | 241,112 6.70 
Mortgage Loans 5,835,965 89,193 597| 190,912 
Premium notes and loans to icy holders 1,446,855) 43,588,053] 60,241 
e Bonds—Municipal, State and Federa 1,579,737) $8500 089 
Bonds—Kailroad, including electric railways 203 385) 43,869 493) 
Bonds— Miscellaneous 6,000) 7,759,994) 
Total bonds owned 1,789,125 90 429,576 353,500 
Stocks 800 504,940 115,890 
All other assets 1,119,057} 13,031,684 65,167 
Total non-admitted assets 191,156) 4,803,415 200 
TOTAL ADMITTED ASSETS 10,000,480) 233,985 548] 801.300 
LIABILITIES 
Net reserve 7,462,465 196,818,790 660.175 
Total policy claims 121,711) 773,576 §,125 
Dividends apportioned payable in 1922 3,229) (a) 9,067,047 
Amount set aside for deferred dividend policies 4,592,156 2,508 
Surplus or special funds apportioned 70,250) (e) 8,091,909 
All other liabilities, exclusive of capital stock &50,338) 14,642,070 2.888 
LIABILITIES (exel. of cap. stock and ougeat | 8,507,993; 233,985,548 680 644 
CAPITAL STOCK | 1,000,000 | 101,737 
U naaaigned funds (SURPLUS) | 492,687 1, 919 
“GAIN AND LOSS EXHIBIT | 
Loading on gross premiums 783,853 7,429,322 59,097 
Gain from loading 1) 327,736 808,161 (d) 72,601 
Gross interest earned during year 523 384 11,868,138 47,118 
Investment expenses incurred during year | 17,127 730,011 1,180 
Net income from investments | 506 256 11,138,127 45,938 
Interest required to maintain reserve 263 366 5,972 1,313 
Gain from interest | 242,890 5,165,543 24,625 
Ration of net interest to mean invested assets 5.77% 5.16 6.67¢ 
Ratio of Ist yr. premiums to total prem.income.| 23.9% 11.2 35.5°; 
Cost of procuring new business 628,522 2,167,480 64,191 

Ratic to Ist Year Premiums 90.7% 518 91.3% 

Per $1,000 of new business | $30.74 $16 00 $22.10 
Insurance expense leas acquisition cost 453,067 4,453,681 67,07 

Ratio to premium income 16.7% 118% 342% 

Per $1,000 insurance in force $5.5 vy $9 41 
Expected mortality on net amount at risk 774,582 11,780,473 53,067 
Gain from mortality 405,745 5,531,014 29,717 
Ratio of actual to expected mortality 47.6% 53.1 44.0° 
Basis of valuation of securities Ins. Comm. Market 

' 

NOTE— See exp anation preceding statements, page 7 

(a) $1,967,047 for deferred dividend policies. (b) $23,222 for deferred dividends to Dec 

$12,751 for annual dividends to June 30, 1922. (c) $1,532 for deferred dividends. (d) 


o. 
50 
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Each Right Hand Page 


»it—Six Companies Shown on 
All Legal, Reserve Companies Shown. 
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(e) Reserve for mortality fluctuation $5,251,960; for asset fluctuation and other con- 











Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 





| W. D. WYMAN, 


President 





Ths ¢ moony s ways pursued those pol sin the « 
re t ty and f ng 

Has alwa pegecer seep e highest grade of service to its pol 

Has always extended reasonable assistance and encouragen 


their busines 


Its policy contracts give to each i 
terest of all policyholders 





Winfield S. Weld, Supt. of Agencies. 


rotection, safe-guarding, 


icyholders 


business that 


have given i 


ent to its representatives to develop 


at the same time, 


high 


nd hold 


the io 








WANT ADS 


One inch, one time, 
ne Colurmn wide $3.75 


NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 
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Interest Grippers 


such are the heart-interest stories, pictures drawn 
by our salesmen, bringing vividly before the pros- 
pect’s mind the conditions which will confront his 
loved ones when he is gone or disabled. Then the 
bright side of the picture is brought out—the com- 
NATIONAL FIDELITY 
contract which meets and solves every financial dif- 
ficulty 


plete-coverage, modern 


-that well describes our Pre- 
ferred contracts with REAL Double Indemnity and 
Total Disability features and a shock-absorber which 


INSURES THE INSURANCE. 


“Worry-removers” 


This company is a pioneer in giving complete pol 
; icies, “just like Dad's,” taking effect for face from 


date of issue, on boys as young as age 10. 


Opportunities right now in prosperous Illinois—Iowa 
Minnesota — Missouri — Nebraska — Oklahoma — 
South Dakota and Texas. 


; NATIONAL FIDELITY LIFE 
INSURANCE CO. 


Sioux City, U. S. A. 
Ralph H. Rice, President 





Our Agents Have 
A Wider Field— 


An Increased Opportunity 








Because we have 
Age Limits from 2 to 60. 


Policies for substantial amounts (up to $3,000) for Children on variety of Life 
and Endowment plans, thus enabling parents to buy all of the Family’s insurance 
on the Ordinary, i. e. Annual, Semi-annual or quarterly premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features for Males and 
Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 











‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 


INDIANAPOLIS LIFE INSURANCE COMPANY 


OPERATING IN 
Indiana, Illinois, Michigan, Texas, Florida and Minnesota 





NOTED FOR 
Large Annual Dividends, Modern Policies, Clean Record 
FRANK P. MANLY, President 
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LIFE AGENCY CHANGES 








OPENS NEW BRANCH OFFICES 


Missouri State Life Has Appointed 
Managers for South Bend, Ind. 
and New Orleans 


The Missouri State Lite has opened 
a branch office at South Bend, Ind 
with Hubert E. Hascall as manager, 
he having been connected with the II- 
linois Lite Mr. Hascall was for 12 
years sales manager in Northern In- 
diana for the Pittsburgh Plate 
Company. He is a native of Goshen, 
Ind The Missouri State Life calls at- 
tention to the lact that its Chicago 
manager, Karl B. Korrady. is also a 
native of Goshen 

The Missouri State has opened a 
branch office in New Orleans with Os- 
car J. Durance as manager. He en- 
tered the life insurance business in 190° 
in New Mexico and later established 
himself in Arizona. Phen he opened 
the state of California for one of the 
life companies. He 
ier of the Commercial Bank of St. Mar- 
tinville, La. Mr. Durand is a versatik 
linguist speaking fluently 
languages. He served as interpreter in 
1911 on a committee appointed by the 
federal government to look into the 
banking methods of countries 


Glass 


torent! 


C. M. Carson 


C. M. Carson of Boise, Ida.. has been 
appointed agency manager of the Na- 
tional Reserve Life of Topeka, Kan. He 
resigned recently as state manager for 
the Minnesota Mutual Life and was 
formerly agency director for the Mis- 
souri State Life. 


T. L. Smith 


r. L. Smith of Lepanto, Ark., has 
been appointed agency director for the 
National Reserve Life of Topeka. 

Mr. Smith has had long years of ex- 
perience in the insurance business and 
is well qualified for his new position 





W. S. Payne 


Walter S. Payne, formerly of Mober- 
ly, Mo., has been appointed superinten- 
dent at Salt Lake City, Utah, for the 
Prudential’s ordinary department, and 
will have his headquarters in the Kearns 
building. 





A. R. Hunt 


Hunt has been appointed super- 
Latayette 


A.R 
intendeat of agencies of the 
tute of Indiana in Iowa. 


was formerly cash- | 


+ | 
tour different 


} Manager 


OFENING LIFE DEPARTMENT 


Chicago Brokerage Office of Bartholo- 
may, Darling & Company Appoints 
Allan P. Ramsay as Manager 


Another general insurance brokerag 
office has opened a life and accident « 
partment, Bartholomay, Darling & Cor 
pany ot Chicago, having appoint 
\llan P. Ramsay, former assistant ma 
ager of the life and accident departm: 
in the Chicago office of Travelers, 
ot the new work. Mr. Rams: 
has demonstrated his ability as bot! 
personal producer and agency manage 
having assistant manager 
Travelers, although only in the busines 
since the end of the war. He started } 
insurance career after leaving the ar 
going with the Chicago ofthce of 
Kquitable of New York. After one 
he went with Travelers, where he 
been tor having been ma 
assistant manager. His duties in charg 
of agency work fitted him for that ki: 
of work and tested his ability for clos- 
ing sales. 

The Bartholomay, Darling & Co 
pany office is an addition to the gro 
ing list of Chicago general insurar 
offices opening life departments, som: 
of them being: Moore, Case, Lyman & 
Hubbard: Critchell, Miller, Whitney & 


become 


vears, 


| Barbour: Rockwood-Badgerow; Bowes 
Smith, Tansil & Welch; Rollins, PB 
dick & Hunter; and W. A. Alexande: 
Some of these operate general agenc 


| definitely 


for life companies, but others work 
strictly on a brokerage basis. The pla 
of the Bartholomay-Darling office is 1 


known, though further 


j;nouncement will be made this week 


| 


ij western Illinois, at 


I 
| 





American National Appointments 


New appointments by the America: 
- t . ° . - 
National of St. Louis are Robert 
sock, weneral agent, Kansas City, Mo 


N. H. Maynard, general agent, Akr 
Stacy b. Merchant, general agent tf 
central I!linois. at Bloomington, I!! 
E. A. Rouse, tield supervisor tor sout! 
ern IJlimnois, Centralia, Ill, and N., 
McCormick, general agent for nort 
Tampico, Ill. J. ¢ 
Crooks, general agent for castern ©} 
at Marictta, O., has now charge oi 
northwestern part of West Virgi 


| additional territory. 


Margaret Gillette 


Mrs Margaret Gillette has been 
pointed manager of the woman's depart 
ment of the Pacific Mutual Life at Cl 





HUBERT E. HASCALL 
Manager, Missouri State Life, 


South Bend, Ind. | 


OSCAR J, DURAND 


Manager, Missouri State Life. 
New Orleans, La. 





AG 
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cago. Mrs. Gillette has had 15 years’ | The woman's department of the Pacitx 
isiness experience At one time she | Mutual of Los Angeles wrote mors 
is an executive in the coal business. | than $2,000,000 in paid for business it 
r the past year she has been an agent | 1921, which prompted the opening of a 


of the Pacific Mutual Life in Chicago. | woman's department in Chicago 





THE COMPANY OF 








WITH INDUSTRIAL MEN Su ad of = 1-4 OS 


AGGRESSIVENESS ESSENTIAL | more than 100 employes and their fan 








ilies attended the all-day outing, Ths wy 4 | ES ial i= N aiieiaes 
picnickers were transported to he 
Is Seen by G. R. Boyce As One of grounds in automobiles provided by the 
Most Important Leads to company. A baseball game and other 
outdoor sports marked the afternoon's 
uccess 
s program Employes from the company’s 


offices at Colorado Springs, Pueblo and 
a special article written for the | Greeley, Colo., took part in the outing 
Western & Southern Life by George R. | The arrangements were in charge of J 


: 4 H. Dalton, manager of the Arapahoe dis 
oyce, vice-president of A M. Castle trict, and J. F. LaPlant, manager of the 


& Co. ot Chicago, “aggressiveness IS | Denver district Free refreshments were 
branded as next In importance to served and surprise gifts were given the 


BANKERS LIF 


work” and “confidence among the | children GEO. KUHNS pres i) a) MOINES 


ssentials for success. Its importance is 
er more greatly accentuated in the GETTING ADVANCE PREMIUMS 
field of industrial hfe insurance, for suc- 
cess can only come through persistent 





Industrial Companies Trying in Every 


ffort and approach of prospects in large 
umbers and with a spirit that cannot Way to Hold Down High Lapse 
ose the application. The industrial life Ratio 


agent must be one of the most aggres 
sive men in business in order to ap- 
proach the countless purchasers of small 
ife insurance policies. He must be able 
to take many rebuffs and come back | 
smiling rhe matter of meeting objec- 


During all of this year industrial lit 
companies have sustained an exception- 
ally heavy lapse ratio. ‘he business has 
gone off the books in large quantities 


: Every effort has been made to hold as 
tions must be fully mastered and every | },, 


| . . 
“e a proportion as possible, but in| f} 
objection raised by the prospect must spite of everything that could be done, meérican a ona nsurance ompany 


ve overcome by this same aggressive- the lapse record has been extremely dis 


ness, It must not be carried to such an couragineg OF GALVESTON, TEXAS 





extent that the agent becomes disliked In order to prevent further lapses, in 

Phere is no need of becoming irritating | dustrial companies are all trying to col- W. L. MOODY, JR. SHEARN MOODY, w. J. SHAW, 
or vexing to the prospect, but there S| lect as many premiums in advance as President Vice-President Secretary 
great need of aggressively “sticking” to | possible. They are instructing their 


until returns are obtained. Objections | agents to get as much “front money” SEMI-ANNUAL STATEMENT JUNE 30, 1922. 


can usually be overcome if properly | as can be secured with the application 


approached, but it requires patience and | Special campaigns are being instituted ASSETS LIABILITIES 
persistency, the ability to attack the to mduce agents to collect advance pre- Real Estate Owned $ 137 224.46 Net Reserve (American Experi 
matter with a vigorous interest and mums, Most otices are carrving on ~artenge > nee (First Lien) +,857,864.45 ence J and 0) $10, 458,249.92 
activity. Provided there is an insurance | «pecial contest { number of the off Socen Mitel te, femnacheniions aeane Reserve r Death Losses in 
need and that the prospect can or should ials of industrial life companies have (on this Comy s Policies) 159,180.76 tery ' s an mF Ne = 55.633.00 | 
have more life insurance, this need can | recently stated that a mere normal stat Bonds pS52.94 R my _ a 5a 293 
he shown the prospect and a sale con- | of affairs in the industrial world is ex- Cash in Banks 358,042.85 spaenedhe : Se be tas oe 
S or heates of Deposit 8,781.00 earn t 9,070.48 
summated through this aggressiveness pected in the near future lust now Interest Due and Accrued 2») 901.44 All other liabilitic 169,706.89 
It is the success essential that applies | conditions are anything but favorabl Deferred and Uncollected P Capital  Stact 1,000.00 
willingness to work and the conti- | It is the general ovinion that if advancs iums (Less I ~engyeen : 6: ee oe ; > oo ~ 
dence in ability and makes the approach | collections can be made on the business — Sacaniaediee” tex iis a Surplus S ! | 
interesting interview out of which a | now being written, the lapse record for i 17 032.91 Holder 8,916.55 | 
iend and policyholder should develop. | the remainder of this year will be ma 
——_ terially recuced Accordingly, while Pot Assets $12,849,869.90 Potal $12,849,869. 90 | 
itan’ ; ' erta'n 2 it of | ° ° ° ° 
Metropolitan’s Colorado Outing oe marlon a do atenred yp secenptin Bremer Ordinary and Industrial Life Insurance in Force, $165,613,035.00 | 


The employes of the Metropolitan Life . 
Denver recently held their annual the books, it is possible to conserve a 
nie at Starbuck, Bear Creek canon, | great deal by making a strong effort 


west of Denver. Both offices of the com to collect advance premiums on the new 


iny in Denver were closed all day and pplications writte! ‘‘ANCHOR TO THE ANICO”’ 


Operates in Nineteen States and the Repub'ic of Cuba 











NEWS OF LOCAL ASSOCIATIONS 

















st. Paul, Minn.—A. ©. Eliason of St Toronto made extended reports It w 


Paul, recently elected president of the Stated that there was a feeling that 

National Association of Life Under owing to the splendid reception given t ew easons 

writers, is to be the guest of honor t the delegates by the Toronto insurance 

mennen Sey Ceeear) enter he | eames Gheruaacly tn Canaan wnt WHY SHENANDOAH LIFE AGENTS ARE SUCCESSFUL! 
spices of the St. Paul and Minneapolis | COMVentions alternately in Canada and A A E A E . 


sociations. The mayors of St. Paul and | the United States 








Minneapolis and Governor Preuss of While Chicago obtained the event for — _ ee 
Minnesota are expected to attend. next year, Des Moines was also out | | 
Other speakers will include George | Strong, but the Detroit men believe that Up-to-the-Minute Policy Contracts. 
Wells. Jr. state insurance commissioner, | the Des Moines men would throw thei A Correspondence Course in Salesmanship. 
talp Hamburger, president of the | SUpport to this city with a view to later A Liberal Agency Contract. 
Minneapolis association, and A. G. Herr- | Setting the suppert of the Detroiters for A Free Circularization Bureau. 
inn, president of the St Paul asso ~om lowa city, whi ‘ —~ to have 1 “ee Whole Hearted Co-operation ef the Heme Office. 
tior r Sliason ill ” callec o rome insurance Offices than any other r 
me oe: " Re te : nl onal - on ica caine ‘Waihi ‘cia dak on A Liberal Substandard Department. 
¢ of the St. Pant aaneciation usually large delegation to Toronto The Numerical Rating System. 
The affair will be in the nature of a) Which — a great) impressior a a a 
hie 


ne home from the national meet 




















x where he was accorded its highest The Tertroit Association “ hold ts : 
r. It is expected that around 300 | Next meeting early in October and the Agency Openings for PRODUCERS 
urance men in the two cities will | Plans are to have a number of short 
present snapp iddresse ! local men on some 
Ir. Eliason is planning a trip east to | particular phase f their own vor . 
x, nuanen to pinnate. © te, cortto| Inet ia tut bow they sell insurance e Shenandoah Life Insurance Co., Inc 
Association as to the vork for | Other intimate details of their individu *9 ° 
ming year perations ROANOKE, VIRGINIA 
Detroit, Mich.—The Detroit life unde Kanens City, Be.—The September meet The Agents’ Company—The Policyholders’ Company 
ters are determined to continue their x of the Kansas ity Association o1 
nt br e the international cor Sept, 19 will take the form of an all day On Agency Matters Address -The Agency Manager, W F. MACALLISTER 
to this city golf tournament at the Slue Hills Cour 
\ he recent meeting of the local as try Club Everyone in the life insurans 
ion the matter was discussed industry whether he has ever he 7 
saan te tha daaeontios + golf club in his hands before or not, is |} 











Wits 





14 LIFE INSURANCE EDITION 





“Miracle” of Life Insurance 





) a recent laudatory article written by the editor of a 
magazine for salesmen, “How to Sell—and What,” The 
Columbus Mutual Life Insurance company of Columbus, 
Ohio, was declared to be the “Miracle” of Life Insurance 
because of its success in reducing cost of insurance and 
building up its surplus and because of what it has done for 
agents—enlarging their opportunities and increasing their 
rewards. Other companies in time, the editor predicted, 
will be obliged to adopt the methods inaugurated by 
President C. W. Brandon. “The accomplishments of Mr. 
| Brandon are the marvel of insurance men,” he wrote. 
“They never thought it could be done. Now they are lay- 
ing their tributes at Mr. Brandon’s feet.” 

So great has been the demand for this magazine article 
that it has been republished in pamphlet form. The first 
edition of the pamphlet was quickly exhausted and a 
second issue has been published. A copy will be sent 
free to any one writing his name and address in the margin 
of this notice and forwarding to the Home Office, at Co- 

lumbus, Ohio. 

The Columbus Mutual system eliminates all “middle- 
men,” general agents, supervisors, managers, etc. Great 
savings thus effected mean increased policy dividends and 
larger rewards for agents. The Company’s agency con- 
tract includes such striking innovations as Vested 
Renewals and Unrestricted Territory. 

Any life agent thinking of a change in connections 
will find it to his permanent profit to get in touch with 
the Columbus Mutual at Columbus, Ohio. 


] 
| 
| 
| 
| 
| 
| 




















and will thoroughly organize it at once. 
territories can be arranged. 


those with local acquaintance will be preferred. 
Address Home Office. 


HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 


General Agencies will be established at places were 


Men of character may apply to their advantage and 


| 


| are to be paid for by the 
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More Practical Service and Obvious 
Advantages To Clients Than Any 
Other Like Institution. 
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expected, for there are booby prizes as 


well as prizes for the best scores. The , 
tournament is one to further good fel- 
lowship rather than golf skill. Dinner 


will be served at the club in the evening 
and dancing will follow. 

The two teams which will compete 
against one another are to be called the 
“cash settlements” and the “monthly in- 
The dinners of winning team 
losing team 
committee of arrangements is 
Howard Tufts, chairman, 
and Sam C. Pearson, 


comes.” 


The 
made up of 
Daniel Boone, Jr.. 


Ss ee 2 

Cleveland, 0.—The Cleveland Associa- 
tion held its first meeting following 
summer recess with attendance of about 
100 Nine new members were received. 
The business practice committee reported 


that through the cooperation of one of 
the large banks the licenses of two part- 
time agents in the bank had been can- 
celled 

Instend of hearing an outside speaker 
short talks were made by some of the 


delegates to the Toronto convention, 
among them Henry A. Newman, Equita- 
ble Life; Nat Emanuel, Home Life; 
(ieorge A. Hill, Ohio National, Sandusky, 


©: Orville Boda, Metropolitan; E. Miller 
France, State Mutual; Miss Genevieve | 
Carr, National Life of Vermont; J. D 
Lloyd, Metropolitan; Carl Volk, Ohio Na- | 
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tional, and Clinton F. Criswell, executive 
secretary of the Cleveland Association, 
These speakers gave their impressions 


of the convention and touched on such 
subjects as program insurance, protec- 
tion for corporate bonding, graphic 


methods and selling ourselves on the 
business first 

The meeting was closed by R. A. Tut- 
tle, Midland Mutual, giving James Elton 
Brage’s striking illustration of effective 
salesmanship in the Canadian woods 

~S ~~ 

New Vork City—J. Elliott Hall of 
Hall & McNamara, general agents of the 
Penn Mutual Life in New York City, 
will be one of the speakers at the meet- 
ing on Oct. 10 of the New York 
ciation He will talk on some 
phases of income insurance, a 
on which he is known as a specialist. 
President George A. Smith of the loca! 
association, Chairman A. R. Spier of the 
executive committee, and Executive Sec- 
retary James E,. Bragg are now working 
out a program for the monthly meeting 
during the year 


Asso- 
new 
subject 


- 


Cincinnati, O0.—Darby A. Day, Chicago 
manager of the Mutual Life of New 
York, was the principal speaker at the 
September meeting of the Cincinnati As- 
held Wednesday 


sociation 





Policy Literature, Ratz Books, et: 


$3.50 and $2.00 respectively. 





and ‘‘Little Gem," Published Annually in May and April respectively. 


NEWS ABOUT LIFE POLICIES , 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Supplementing the “Unique Manual-Digest”’ 


PRICE, 


. 





NOW ADDS NON-PAR POLICIES 
Royal Union Mutual Life, Formerly 
Writing Only Participating Forms, 
Extends Line to Cover Both 


Ihe Royal Union Mutual Life has 
adopted non-participating policies, hav- 
ing heretofore written only participating 
business. The company states that a 


separate accounting of the non-partici- 
pating business will be kept at least 
once every year. Any savings will be 


transferred io the general surplus from 
which the dividends to the participating 
policies are apportionec or to a special 
reserve if required. A provision in the 
policy provides that it may be ex- 
changed on any anniversary to a par- 
ticipating policy as of present date, by 
paying the participating rate. Surren- 
der values are the same as under par 
ticipating forms. Rates are as follows: 


Non-Participating 


Annual Premiums, $1,000 

Ora 20-Pay 20-Yr 
Age Life Life End 
15 $13.80 $21.90 $41.80 
16 14.00 22.20 41.90 
17 14.20 ve 50 $2.00 
18 14.40 2.80 42.10 
1% 14.60 23.10 42.20 
20 14.80 23.40 42.30 
21 15.10 3.80 42.40 
29 15.50 1.20 42.50 
> 7 15.90 4.60 $2.60 
24 16.30 5.10 42.70 
o5, 16.70 25.60 42.80 
26 17.20 26.10 $2.90 
27 17.60 26.60 43.00 
28 18.10 27.10 43.10 
24 18.60 27.60 $3.30 
20 19.20 28.10 43.40 
21 19.80 28.70 43.60 
19 0.40 2°49 30 43.80 
22 1.00 30.00 $4.00 
4 21.70 20.70 $4.30 
sh 22.40 31.50 $4.50 
16 23.20 32.30 44.80 
? 100 $3.10 45.20 





3est Commissions and Renewals. 


you or your estate. 


C. D. RENICK, President 





Indiana National Life Insurance Company 
INDIANAPOLIS, INDIANA 


Splendid territory open in Indiana, Michigan and Illinois, for District and 
General Agents, who are capable of handling men. 


Renewals onced earned will be paid 
If interested in building for yourself, write 


ERNEST E. WEBSTER, General Agency Manager 








Ord. 20-Pay. 20-Yr. 

Ag Life Life End 
eer 24.80 33.90 45.60 
39 25.70 34.7 46.00 
— Sere 26.70 35.60 46.40 
GS ccunosesesaseas 27.70 36.60 47.00 
Ge avvenscesnsuwer 28.80 37.60 47.50 
D wees eeeesanne 30.00 38.60 48.20 
eT 31.20 39.70 48.90 
Ge cksnavnccéncuss 32.50 40.80 49.60 
ae wiitveseeucunewa 33.90 42.00 50.40 
— eS 35.30 43.30 51.30 
ere 36.90 44.70 52.30 
a? (anesssuneehans 38.60 46.20 53.30 
et ciebdveseenewed 40.40 47.80 54.50 
SE. ee kevkanedneen 42.40 49.50 55.80 
a #p6bbatkicons ed 44.40 51.30 57.20 
ae s64cncenawewane 46.70 53.20 58.70 
Oe ceeenssasencets 48.90 55.20 60.30 
SP aigeededeetenaee 51.50 57.40 62.10 
56 54.30 59.80 64.10 
57 57.30 62.40 66.20 
58 60.40 65.20 68.50 
54 63.80 68.20 71.00 
60 67.50 71.40 73.70 

Maryland Life 
The new disability clause of the Mary 


September, 1922 
income of $10 
months after 


land Life adopted in 
will provide for monthly 
per $1,000, beginning six 
proof and continuing during disability 
until maturity of the policy The first 
payment of the annuity is to be in 
creased by six monthly installments with 


interest to cover the period of proba 


tion. Rates have been slightly increased 
for their disability clause as they form 
erly was based upon $8.33 per montl 
Metropolitan Life 
The rates for the endowment at age 65 
policy of the Metropolitan Life are 
Pre- Dis- Pre- lis 
mium Age ability mium \ge ability 
$16.69 15 $0.83 "RS 33 1.54 
17.08 16 86 29.71 ! 1.60 
17.50 17 89 10.93 th 1.66 
17.92 18 92 32.33 na 1.7 
18.39 1% 95 4 ri 1.8 
18.87 20 OR 35.16 3S 1.8% 
9.39 a | 1.02 36.79 3% 1.97 
19.93 ° 1.05 RLS 1 > ie 
"0.50 ba 1.09 10.51 il lf 
21.12 | 1.15 12.61 ‘3 
21.74 25 1.1¢ 14.02 1 
22.43 26 1.20 15.45 4 
22.43 26 1.20 0.2 i 
23.15 27 1.24 ' 
23.92 US 1.29 6.72 4 
24.74 4 1.3. 60.53 is 
25.60 a0 1.38 64.81 is ha 
26.53 1 1.43 69.64 oO 3.50 
27.i2 32 1.48 
The rate for double indemnity $1 


additional 





Connecticut Mutual 


Mutual 
i double 


Life vl 
indemnit 


The 
recently 


Connecticut 
offered 


Separate 


Vision dey ikreement, w 




















Wittens 


Bigeye ge Sept. 11.—In your issue 
of the Sept 7th reference is made 


is an endowment payable to the insured, 


cent policies after the first of the year 


You submitted two answers to _ the 
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rate this feature in certain policies 
Ni ther changes in policies t 





GETS OUT “NON-PAR” POLICIES 
National Reserve Life of Topeka, Kan., 
Also Announces New Triple 
Option Contract 
National Reserve Life of Tops Ka, 
is putting in the hands otf its 
ts a complete line of non-partici- 





patingg policies of a 3! 2 percent reserve 
together with a 20-payment guar- 
ed triple option policy It is guar- 


d to be paid up the 11th year on 
nstallment plan—the 15th year on 
e liie plan. At the expiration of 20 
the insured has the following op- 


lo have the policy endorsed as a 


d-up non-participating whok ife 
‘ y for $1389, payable in one sum on 


pt of due proots of the death otf 


said insured, or 


fo have the policy ndorsed as a 
d-up non-participating whole _ lite 
for $1887, payable in 20 equal an- 
nstallments, the first installm 

ge due and payable on receipt of due 
oots of the death of said insured, of 
fo mature the policy immediately 





or *1068, payable in 20 equal 
stallments. If the insured sha! 
re receiving all such payments, any 
sequent payments shall be made to 
wneficiary as named heret 
his equips the company to write 
non-participating and participating 
surance. All of its participating polli- 
< are on the 3 percent reserve basis 





American National 


} war clause of the Americas Na- | 
nal of Texas has been eliminated 
the policy 


Farmers of Denver 
Farmers Life of Denver wi idd 


ts line of non-participating \% per- | 


Total Disability 
And a Term Policy 





inquiry concerning conversion ot 
¢ term policy to another policy with 
inent and total disability benetit 


tion and it is my opimon that the 
i would generally be under the 
ession that if the term policy did 
pecil cally prohibit converting to 


olicy with a total and permanent 








ity clause contained in it, advan- 

‘ ould be gained by conversion in 

he insured’s total and permanent 

nility 

\Vithout inspecting the policy torms 
various companies, it Is my ! 

impression that all term policies 

grantec conversion privileges 

d contain certain language to th 

that the imsurance liability of the 

mv shall not be increased nor the 

rate lowered Ther can b 
wstion but that the msurance | 
of the company is increased 
roposed new policy would conta 

tal and nermanrent disability benetit 


Y premise be correct as to the get 

ot the language jus relerred 
mw conclusion is «ou evident 
msurec need not exne 
indulvy from the conversion la 
iven im the term policy 





mit these comnents sé to 


1] in a measure claims which w NY 


td S. Villmeonre, vice-pres 
! s City Life, has returned 
trip to Montana 


| 


uw 


THE NATIONAL UNDERWRITER l 


LITIGATION NOT ENDED | therefore Cochrane had no right to ask’ CONSIDER INVESTMENT 


for dismissal. It recites that suits for 
——- libel and slander have been brought in —_—_—- 
distric cour ) the comp; ink b 
MAY REOPEN COLORADO CASE | (!5\"'C" Coury by the ‘company and |’ | MAY BUILD NEW HOME OFFICE 


editor of “Hill's Monthly,” and repre 


sentatives of various life insurance com 


Dismissal of Suit Against Mountain $1,000,000 Structure in St. Louis Under 


panies Decision in these suits would 
States Life Opposed in Supreme he affected vitall the case over the Consideration by International 


Go business be not Life of That City 


Court of State 
aring, it was saK 








s ere! sted im the appl 
: S feos eh } 
cCVYVep o cation a ik that the attorneys , 
DENVER, COLO., Sept. 12.—Liti- | ose: ames tgp sere so fi Otheers ot the International Life of 
gation over the right of the Mountain ues CUiae, OC Kiven cave tO Hel « 1 _ |: 
gati ‘r th ight t] mountain | wiinctions te the dlemicsal order : L.ouls are considering a proposition 
S S ; umeemew en dn tmesimese ! t t I : rdet oa ; 
_" me ¢ 5 oy . co wishane In district court last week. demurrers ¢ investment of about $600.00 in a 
m » stat ul be r ) t an , 1. hae ’ set hasiid hy " “ 
n the state w ne reopened On OP-! won Sled by four of the defendants in ulding which will be called the “Inter 
ication nie with th suprem Court , national if > ” 
ha , - k «a D so t — a \ - ; the 36,000,000 damage suit fled by Gov a na e Building,” costing $1,000,- 
at nt 4 . eee eee * |} ernor Shoup for publication of alleged | 000. The proposed site for this building 
Ta ed. ' . ' ’ : > See 
g Feri Wilson. then , . libelous rticles im Hill's Monthly s at the junction of Grand avenue and 
ar ilson, then state imsuran “ig 7 ci : 
commissit pase inet weee wewniced th which charged the governor with co1 Washington avenue, which is one of the 
om ss1o!1 ast a revo ‘ t ; ‘ ‘ 

; , . ~—— "* | plicity in a so-called “insurance scan- sicst and fastest crowing tion rf 
company’s license. District-Judge Bouck | '))) 3.7 ~ , : ie a en oS 
reverse j \Wilson’ lecisi n. Appe lw dal. ] | Allen filed se parate «de he cit n the way ot business import 
: > , is . 1¢ PSs?IO, 1) < is * 

marrer. etatis ¢] ao este “dane ane | ames Penn aul Oe Nigga ‘ 

made to the Supreme Court. While this (0° e" *‘ tating that the suit does 1 ae? tne er St. Louis companies, 
ippeal was pe nding. Governor Shoup | St@te and tails suthciently to constitute | the Central States Lite and the Ameri 
“mM 1 Wilsor . rt Rie een Cause Of ACTK against hu M can National, already have home of- 
removed ison trom omce. Jackson H . | of URS : | rye 4 4 
Cochrane who replaced Wil is i Wa — : : “ sen e RGU hog on this VICINITY. Grand 

nrane, ‘ Ne is a vas , ' ' 
substituted as defendant. and on Aug cd a collect ° ne d ishington avenues have already 
11 Cochrane filed a motion in the high ne sammie Teasol the same relative importance in St 
court asking that the apne ; a us that attaches to Broadway and 
_ , hl hain — | street in New York 
Missed Cc. V. Jewell, manager of the Chicae 

The application just filed contends | branch office of the United States Life 
that the case is not a private dispute reports a 50 percent increase in the bus 
th: th ‘ ni a rivi 1 = ‘| ness written for the company by hi Argus Charts will grow rapidly in favor as 
ut is one of public interest and that | agency in the central west territory insurance men realize how complete they are. 





CARL G. WINTER, Pres. CHAS. W. FOLZ, Secy.-Treas. 
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Write for Agency Opportunities in Indiana 
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KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 








More Than 1A Million Policies Now In Force 


Only four other life insurance companies in America have 

more policy contracts in force than this company. A study 

of the following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 

$ 5,614,764 $10,279,663 
371,106 613,615 

49,245,028 89,596,833 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 





Jan. 1, 1922 
$ 28,295,931 
1,294,394 
265,197,626 


Assets 
Policies in Force 
Insurance in Force 


= 








1867 FQUITABLE LIFE 1972 


Insurance Company 


OF IOWA 


Results of 1921 


Imsurance in force ................00- $286,934,616.49 
Admitted Assets.................... . $ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 











CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies fur a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies , 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 
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USES OF BUSINESS INSURANCE 


Comment on the Subject by the United States Chamber of Commerce 


HE Chamber of Commerce of the | 
United States in its current insur- | 

ance bulletin deals with corpora- | 

tion insurance or business insurance. 
The presentation of the subject is made 
in a way that has an appeal to business 
men who are not acquainted with the 
technical part of insurance. The Cham- 
ber of Commerce 
“Insurance on the lives of men en- 
gaged in commerce and industry, the 
proceeds of which are applied to busi- 
uses, has come to be known as 
‘business insurance.’ It is sometimes 
referred to as ‘Corporation insurance’ 
or ‘Partnership insurance,’ depending 
on the form of organization to which 


SaVs. 


ness 


it is issued. Its general purpose is to | 
provide indemnity and protection | 
against monetary loss which may fol- | 


low the decease of lives financially valu- 
able. 

“Death may 
deprive an organization of its 
or valuable employes upon whose judg- 


| 

| 

prematurely and 

ment, knowledge or influence it = 


leaders 


con 


completely relied. Business insurance 
is a safeguard against the loss of these 
human assets, just as fire, marine, plate 
glass and similar forms of insurance 
provide indemnity for the loss of ma- | 
terial assets. 

“There are numerous ways in which 


| such insurance may be utilized to assist 





in solving business problems. In most | 
cases, however, the use of this insurance | 
is based on the fundamental desire that 
it should cither serve as a general forti- 
fier of credit, or be utilized to create a 
fund for a specific purpose. Frequently 
those carrying such ‘insuranc#: have 
purchased it with both ideas in mind. | 


Fortifier of Credit | 


“It is not sufficient that a business 
enterprise be honest and progressive in 
order to be granted credit at the bank. 
The banker may have the utmost con- 
fidence in its present status, and in the 
integrity and ability of its executive, but 
knows the removal of that individual 
will deprive the business of a man who 
is indispensable to its success, The 
very fact that such an organization 
carries business insurance upon the life 
of an important executive generally | 
makes a banker more willing to grant | 
it credit, for he is confident that success 
is assured if the official lives, while the 
insurance guarantees that the financial 


| security of the organization will not be | 
impaired by his death. The fact that |! 
| business insurance is carried tends to 


establish, strengthen and protect the 


credit of the organization. 


“The following illustrations indicate 
a few of the numerous ways in which | 
business insurance may be adapted to | 


create a fund for a specific purpose. 
“1. A small corporation, dependent | 


| upon one individual, may desire to float 


| man, 


| sume, 


that investors 
loss of this 
success of | 


issue. In order 
not be msured by the 
who is essential to the 
the corporation, endowment Insurance 
may be taken on his life. Let us as- | 
for purposes of illustration, that | 
a company needs $100,000 to enlarge its 
plant and extend operations. It expects 
to be able to repay this from earnings | 


bond 
may 


Although a sound 
undertaking when guided 


In 20 
protitabl 
its abl 
of failure if deprived of his support 

vestors hesitate because of this un 
tainty. However, a twenty-year endo 
ment insurance policy for 
promises to pay that sum if he is livi 


vcars 


b 


executive, there is a possibilit 


$100,000 


at the end of twenty years, or at s 
death, in case he died prior theret 
By assigning this policy as security f 
the bond issue, provision has been mad 
for the retirement of the bonds whet 
he survives the endowment period 
dies previously. Naturally, bo 
mortgages, loans or other obligation. 
thus secured are more attractivy 


investors. 


“2. When a member of a partnershi 


age of 60 or 65, he n 
desire to discontinue active 
Not wishing to be troubled with 
uncertaintics of a partnership in wl 
he cannot 
he desirous ot 
Anticipating — this, 


reaches the 


withdrawing entir 


the other 


Ip 


a\ 
business 
participate actively, he may 
1, 


partner 


could have obtained endowment insur 


ance on his own life 


a time, 


maturing at such 
his will provide the funds 


enabling him to purchase the retiring 


partner's interest without forcing 
sale of the business at a sacrifice 
also permits him to guide the busine 
unhampered by an aged partner w 
ultra conservative. 


may become 
Purchase of Partner's Interest 
Insurance may be taken on t 
lite of each partner, payable to th 


othe: s, to 


purchase any partner’s 


+h 


lt 


provide a fund sufficient to 
interest in the 


case of his decease Even if the sur 
vivors are willing to continue the part 
nership with the heirs, the heirs may 


the requisite ability. Ii t 


" 


not posses 

progressive, they may overstep tl 
bounds ot good management with 

consequent loss to the firm. If too cor 
servative, the partnership may gradu 


ally die. It is therefore desirable fro 
the standpoint of the heirs themselv: 
as well as from that of the survivit 
partners, that the partnership be di 
continued The purchase of insura: 
which provides the surviving partner 
partners with funds to retire 
ceased partner's interest averts the k 
from a sacrifice sale, or a dissolution 

“% In time of financial depressio 
the bank maw he unable to extend f 
ther credit to business men whom the 
know are financially solvent. 
stringency, the sale of securities he 
by the company could only be at 


sacrifice, but the reserve on 


ance policies affords a ready means 
obtaining cash without loss. 
‘Ss. Another purpose, and a very 


} portant one, for which business isu 
ance is utthzed, is to compensate 
organization for the financial loss 


1 


tailed b the death of an official, exp 


manager, or employe who cannot 
immediately replaced Funds may 
provided by this means to. offset 
reduction in profits due to his deat 
and to pay the expenses of train 


Thus, the period of a 
! bridged over wit! 
the organization. 


successor}, 
Ment mar ‘ 
financial loss to 





Under Our Direct General Agency Contract 


Double Indemnity 
Reducing Premiums 
SEE THE NEW LOW RATES 





BUILD YOUR OWN BUSINESS >. ye 


Disability Benefits 






ORGANIZED 1880 


oy 


ail INSURANCE CO. 


66 BROADWAY 


NEW YORK 
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In such ; 
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life insur 
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rent immsurance 


vagering. If he 
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Insurance is Far 
Removed From Gambling 


he Chamber of 
ted States makes a point in its cur- 
bulletin of combatting 
talse idea that is sometimes found in 
public mind. People refer to in- 
nee as being something of a gam- 
They talk about a man betting 
an imsurance company that he will 
lic Here is the way the Cham- 

§ Commerce looks at it 
ambling is essentially different from 
surance inasmuch as it is in reality the 
ation of risk, whereas insurance is the 
ination of such risk. Let us assume, 
that a dwelling has 
which is subject to the 
izards of fire. Two individuals with no 
terest in the building meet and wager 
its destruction by fire within a 
n period, A new risk has thus 
which did not before 
individuals 


two 
man in whom 
interest, they 


new risk. 


instance, house 


eon erected 


cer- 
been 
eXiIst 
wager on 
they have 
have ike- 


reated 
nilarly. if 
life of a 
bsolutely no 
created a 


From Individual’s Standpoint 


‘mm the other hand, the owner of the 
ise above mentioned carries insurance 
the property in order that he may 

no chances on its loss He knows 
it by not doing so he makes a small 
ng in premiums, but may lose it all. 
he man with a dependent family 
rries insurance because he realizes 
he may not be able to live long 
ough to provide amply for its needs. 





otherwise he is 
dependents 


that 


loses his 


recognizes 


the 
and 


us, both from the standpoint of 
ness man carrying fire 
head of the family carrying life in- 
rance, the transfer of their risks to 
companies hus relieved them 
worry over possible catastrophes 
owing that burned buildings will be 
ced, and that death will not 

dependents of the means of 
they are free from doubts 
Uncertainty has been 
certainty They «are tuking no 


Insurance 


surance 


dé - 
sub- 
stence, and 
ties changed 
ces 
\ gambler stakes his money or 
in the hope of winning mors 
f the fundamental prin 
nee is that a person should 
nitted to make it a 
nsurance policy promises to 
demnity It protects those who might 
ially sustain a loss but not to a 
ter extent than the loss sustained. 
the other hand, if it permitted the 
to profit by a incentive 
for him to cuuse it himself 


prop- 

but 
iples of in- 
not be 
source of profit 


provide 


sured loss, an 


mula exist 


ch a condition would undermine the 
dations of the insurance business 
result in the creation of a gambling 

stitution. 

is desirable that the insured should 
be in a position to benetit by a loss 
ised by himself However 4 strict 
herence to this idea is not practicable, 
e it would prevent the writing of 
insurance absolutely essential to 
social and industrial welfare of the 
ntry The application of the prin- 
of indemnification for actual loss 

y does much to curb the moral hazard 
h the possibility of profiting by a 

oss creates. 

\ mortality table based on the ex- 
ence of the past indicates the number 
persons of a given group who may 
expected to die annually. Statistics 
the nature and severity of accidents 
ne the past are compiled and used 

basis upon which to predict the 
ses of the future Upon the fire loss 


the past is predicated an estimate of 
ire loss which may be expected 
is immaterial to the company which 


cular person dies, which particular 
vidual is accidentally injured or 
h particular house is burned By 
ring a sufficiently lirge group, and 


principles, the 
approximate 


scientific 
determine the 


iting on 
pany can 


tal loss to be expected It can then 
ect from each policyholder sufficient 
niums to create a fund large enough 
iy every individual loss 
rom the insurer's standpoint, there- 


as well as from that of the insured, 


ere ean be no suspicion of gambling, 


the aggregate losses have been pre- 
rmined on a_ scientific basis, and 
juate provision made to care for 


Commerce of the 


THE NATIONAL 


OFFERS AGENTS NEW SERVICE | 


E. E. Besser, Jr., of Chicago Appointed 
General Agent for United States by 
U. S. Medical Laboratory 


A unique form of service is 
being offered life insurance agents by 
Edwin E. Besser, Jr., of Chicago, who 
has just been appointed general agent 
for the United States for the United 
States Medical Laboratory of Chicago. 


how 


Mr. Besser is an insurance agent writ- 
ing a general line of insurance and 


writing life insurance for the Columbus 
Mutual Life. He undertaken this 
new work in order to have an additional 
service to offer to his policyholders and 
is now able through the new appoint 

ment to sell agents in all sections of 
the country similar opportunities. The 
service offered is called the “health ex- 
tension service” and covers a complete 
physical examination, one blood exam- 
ination, and four chemical and micro- 
scopical urinalyses, a complete report 
to be rendered quarterly to the indi- 
vidual taking the service. The service 
costs $15, although in sections where a 
branch office cannot be located the 
physical examination is not given and | 


has 











| sides the mere financial exhibit. 


UNDERWRITER 


the 
Agents 


cost 1s 
making 
Scrvice are 


considerably reciuced. 
connections for this 
both in a position to render 
service to their policyholders 
and add somewhat to their commission 
mnmcome 
Mr 


ice enables the 


a great 


out that the serv 
agent who must advise 
an applicant of rejection an opportunity 
to offer a real service and not merely 
drop the prospect completely. It is 
not a case of doctoring the prospect 
but permits the applicant, whose condi- 
tion is temorarily not normal, to diet 
or care for himself and check the pro- 
gress with the quarterly report. Many 
cases are found where minor 
trouble can be found through the urin- 
alysis that would not develop into a 
noticeable trouble for several years and 
that can be removed. The 
service is not only valuable for re 
jected risks, but is a service to be sold 
all policyholders taken on the books ,as 
it offers them a chance to keep in health 
and have a constant check on them 
selves 


Besser points 


some 


Is In a stage 


An Argus Chart tells all the vital points about 
companies, and there is a lot of information be- 
There is almost 


daily use for it. 


AMERICAN 
CENTRAL 


LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 
1899 


Established 


HERBERT M. WOOLLEN 


PRESIDENT 


Company President 
And Birthday Letters 


A GOOD example of how manage- 

ment of one of the smaller com- 
panics keeps in touch with its policy- 
holders is seen in the daily custom of 


President George A. Boissard of the 


National Guardian Life of Madison. 
Wis Che first thing that is laid before 
him when he reaches his desk every 


morning are the letters written to poli- 
cyholders whose birthday anniversaries 


come within the next few days. The 
letters are personally signed by the 
president They are gotten up each 


ionth by him se that each year a poli- 
cyholder gets a different letter than the 


one he received the year before No 
reterence whatever is made to his hav- 
ng a policy with the company. The 
letters are gems of kindly expression 
and tinished phrase. The birthday let 
ters trom the president of the National 


served to cement 
the company that 
become disinterested as the 
years passed by 


Life have 
the policyholders to 


might 


Guardian 


have 
There is thus, a per- 
sonal touch given to life insurance that 
is greatly appreciated by the 


holders 


policy- 














18 LIFE 








New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are 

Immediate beginning of a lifelong mentihe income. P 

When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 

When total and permanent disability has lasted ten years, the original monthly pay- 
ment will be increased 100% 

Total disability that has lasted three months will be assumed to be permanent. 

Waiver of premium, of course, t wns Con with full annual dividends and a full annual 
increase in cash surrender value. 

As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















Incorporated in 1862 in the Commonwealth of Massachusetts 








Named JOHN HANCOCK in honor of the first Governor of Massachusetts, and first sign 
of the Declaration of Independence. 

In 60 years it has grown to be the largest fiduciary institution in New England. 

Policies made secure by reserves maintained on the highest standard with an adequate Con- 
tingent Fond providing protection against all emergencies. Total Assets, $239,603,000; Policy 
holders’ Reserves and al! Other Liabilities, $226,361,000; Contingent Fund, 313,332,000, 

Policy contracts include all equities and options. | 

Business done through agents. Information and advice on any matter relating to life insur- 
ance are available at any time through the Agencies or Home Office of this Company. 








LIFE INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 
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The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT «°c MONTHLY INCOME INSURANCE. 


LATEST POLICIES AND AGENCY CONTRACT #71]: FACTS 
Openings OHIO, IND., KY, MICH. and W. VA. Write Colambas 


e 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 








17,651 CLAIMS PAID IN 1921 


Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from injuries or illness are still adding regularly to 
their life insurance. These drafts are delivered by our own salesman ready 
to avail hims:lf of a cordial introduction to the claimant’s friends, or to 
provide the claimant himself with the additional life protection he intends 
to take sometime. 

We can use more good men to help deliver the 20,000 claim drafts we 
will issue during 1922. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 











To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 


the FUTURE 
For Contracts and Territory, Address 


H. M. HARGROVE  - 


Beaumont, Texas 


President 











INSURANCE 


}man could read such papers as 
| dent Notes,’ 


EDITION 


PRAISES LITERATURE 


SAYS IT IS AID TO AGENT 


L. T. Winship of Massachusetts Mutual 
Speaks Strongly in Defense of 
Present Day Style 


In answer to the inquiry of THe Na- 
TIONAL UNDERWRITER on present day 
company literature, Lawrence T. Win- 
ship of the Massachusetts Mutual, editor 
ot “The Radiator,” the company’s 
monthly magazine, comes out strongly 
in defense of the material now being 
issued by life insurance companies. H«¢ 
says that it is not perhaps the best that 
can be achieved, but it is the best that is 
now known as it is serving the agents 
who use it in an entirely satistactory 
manner. In commenting on this, Mr. 
\Winship says: 

(Criticism Not Well Founded 


— the criticism  fre- 
by lie insurance represen- 


“In my 
quently made 


tatives that the literature put out by the | 


home offices of their companies fails to 
provide concrete help, that it too often 
deals in glittering generalities about the 
glories ot unselfish service to mankind, 
ctc., is not well founded. How agents 
can make such a criticism is a mystery 
to me, unless it can be explained by the 
fact that they do not read their company 
magazines, textbooks, and sales-books, 
being obsessed with a preconceived no- 
tion that the material contained therein 
is abstract drivel which will be of no 
help to them. 


Iiexeellent Company Magazines 


“Each month a score or more com- 
pany magazines come to my desk. I 
read them and know thoroughly what 
sort of material they contain. It’s ‘good 
stuff,’ concrete, helpful, practical. No 
‘Provi- 
Northwestern's ‘Field 
Notes,’ Mutual Life ‘Points,’ and many 
others without receiving a benefit which 
has a definite money value. He is not 
merely uplifted; he’s equipped for bat- 
tle. lf | were a representative of the 
John Hancock, I would rather have my 
copy of the ‘Signature’ cach month than 
a dozen prospect cards. The latter 
would offer a limited help, a limited pos 
sibility of new business; the former 
gives to the man who reads and digests 
it an unlimited amount ot assistance, 
opening new fields in every direction 


Inspiration and Instruction 


“Every magazine contains a certain 
amount of inspirational matter. It is 
well that this is so. Instruction is not 
the sole end of literature, insurance Iit- 
erature or any other kind. It does mean 
good to read of the success of others, to 
be reminded occasionally that the in- 
surance business is not merely a means 
of earning a livelihood. I like to think 
that there dwells in every man a desire 
to benefit his fellow men, to be more 
than a money making machine; and I 
believe that the idea of service to hu- 
manity should be stressed. The desire 
to earn our living may be what gets us 
up in the morning and keeps us plug- 





to female risks between the ages of 15 and 60. 


ST. LOUIS, MISSOURI 
EDMUND P. MELSON, President 





Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 


Standard policy forms are now issued to male risks between the ages of 10 and 60 and 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 





J. DE WITT MILLS, Secretary 
| 
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FINDS GOOD BUSINESS 


BREAKS RECORDS FOR AUGUST 


Missouri Agency of Kansas City Quits 
Specializing on Farmers, With 
Notable Results 


The Missouri agency of the Kans 
City Life produced the largest August 
volume of business in its history, 
creasing its volume over August, 1 


by S30s8,000 The Missouri agen e- 
ceived applications for $967,000 last 
noth. 

7 Barr, agency supervisor, points 


out that 70 per cent of the business dor 


iby the Missouri: agents was transa 


vith persons nu occupations other thi: 
arming. This is a result of the ca 
paign which this agency has put o1 
attention of agents t 
classes of risks and not to farmers 
alone The slump in the farm wor 
made this necessary. It is largely be- 
cause agents worked to sell insurance 
to persons in every line of activity that 
\ugust, 1922, was a record breaking 
month, Mr. Burr suggests. 

Hlere is the way the business writte: 
. apportioned 
Farmers $313,000 167 


turn tire 


Teas hers 


Bankers 





304,000 s 


ving, but isn’t it often the thought that 
“" ire doing some good in the world 
that helos us over life’s roughest places 
and pulls us out of our sloughs of de- 
spond How many discouraged men do 
you suppose Stewart Anderson has 
helped out into the sunlight again who 
would never have had the courage put 
into them again by anything but one 

] lit! ks on service? Bunk 
k that does things h 





One Conerete Case 


\re these Insurance company papers 
real wloful? Let me tell you ar 
crdent hich occurred last week. Dur 
ention I commented to one 
veneral agent upon the splendid wort 


done by a representative in his territor 

a fellow of ability but one who had 
never before this year shown his real 
power, and | asked him how he 
plane 1 the bie spurt the boy had take 
His answer was " that the improvement 


was due solely to an article which ap 
written by o1 
of our representatives in Cleveland 


tired in the ‘Radiator,’ 





taugl that vou “x man how to wor! 
and in one year he stepped into the big 
producer class. Are company papers 
worth while Another man told how 
brief article enabled him to close a 
few minutes a $30,000 case that had 
been hanging fire for a year. He 
ceived just the clue he needed Are 
We justifving our existence? Are W 


on the right track? 

“Wha we need is to get the ‘right 
mixture. We must have just enougl 
facts and instruction to furnish the fuel, 
just enough inspiration to provide the 
‘spark.’ No « mpany paper is perfe 

Cc 


There is much yet to done for ev 
one Che editors whe this and the 
welcome constructive criticism. No or 
of us but ld gladly reorganize t 
whole scheme of his paper if he believed 


it would 





Life insurance man with ambition 
can make permanent connection with ageres 
sive office. Liberal first year and renewal 
commissions. Drawing account 
LIFE INSURANCE | 


225 Superior Street 
Toledo, Ohio 


Address ‘ 
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AGENCY LEADERS IN) |<, These are very few disputes ove 


a pure life insurance claim. re 


ATECUAL CORIVENTOON | Scrred 80.2 recent case at Bakimor 


where a life insurance policyholder was | bd 
(CONTINUED FROM PAGE 3) walking down the steps in front of his Ou r an ulti 1 
house. He had ; policy with the 














ing. A great war was at hand. There - ; a : 
was a wonderful work to do. Much | double indemnity clause \s he was ° 
; 1 P roing ] 1] } ut 
rene ath al penne gene ge Ade, eet I! ©~YOur Producing Power 
Everybody was working in unison. Be showed that his skull was fractured. 
s¢ of the stimulus of this great un- | However, it was the general belief that 
rt wo ; that mani } had suffered a stroke o poplex\ 
aking, he said that the employes one = Herea a . . I apoplexy 
: : he was goine dow? he steps and . . . 
ited out of their usual frame of ee wn th ps and EDICAL LIFE AGENTS do multiply their producing 
They , transforms nd lel hererore th aus Was not ac - : . : 
I 7 y were transformed ind | dent but “ii gran ygpesertgendon: > powers. Why? Because the Medical Life writes Stand- 
over by a great mission and the | (lens pul SCas¢ sc wes uci “149 = 
Paral: Bgl say Yer i ae Oe acer an Sg ager pes as ard, Sub-Standard and Child’s Endowment Policies. 
riorm. Thev were literally and fig-| #8 these, Mr. Boissard remarked, that For that reason our agents lose no time ‘“‘choosing”’ prospects. 
tively elevated from their daily rou- | Will cause controversy between lite it Their prospects are not limited. 
They had caught something of | S¥rance companies and benehciaries The Company’s liberal attitude toward impaired risks makes it possible 
bigness of the task that was before Accident or Disease for them to render 100°» service to their clients. 
He a ae Our Child’s Endowment Policy has received enthusiastic endorsement 
Work of the Life Men \ oa , ets aE: a Sa It is a real agency money maker. 
an : National uz an had ; ‘ months . . 3 
Professor Adams said that life in- sors ‘ \ : “0 nag aati p , on o tin Then, too, the Medical Life’s rates for men and women ere the same. 
rance Men have a tremendous job and hi poe me hal = 1 — a o> 4 ff a The Medical Life agency offers an unexcelled opportunity for YOU. 
engaged in a great cause. He said | 0° Soe: oa Ricraga Sa 
thege ia to po ee eg toe 3 : ra ; read and turned turth Those wl AKE advantage of your producing energy—multiply your pro- 
THIeTe a ot , at Is mor witnessed the accident § sav the car duction by securing the agency for this company 


spiring than the work oi a life insur- You've got to save time—if you are to produce—-mere. The one best 


swerving back and forth for some lit 


man. It is one of the activities ; , : way to save time is to capitalize more fully upon your opportunities 
‘fe that enable a man to 0 rf rm tle time betore it ran off the side of the to sell. The Medical Life Agency offers you this opportunity. Write 
i Lite beh thi Ss « ie ‘ , 
: ‘ 1 I road. The theory was that this driver to-day 
irge service. If a life insurance man her 
had had a stroke whilk ” Was in the 


itches the vision of his work he should 


mpregnated with the spirit of love | Car and, therefore was not killed bi The Medical Life Insurance 














d good well bh] oe : = but \ , 1 | 4 
Protessor \dan s said that 1; | rie Nacmnityv ciatisc ul Ir Boissard C f A 
Professor Adams said that as he | cig that if he had, the company un ompany of America 
oket over ¢ hiielid Of various activi 4 ‘ - — 
- loulbrt ] ‘ uld ave denied iabilit . . 
he secs more and more that life | Coubtedls ee, eee ee Black Hawk Building Waterloo, Iowa 
1 on ( i acn i¢ ic sald that here 
irance is a tremendously important | meee dni & page pe-e Bg te 
york It opens a great opportunity wi “0 Many doubttul cases ot this kine W. A. ROHLF, President 1.G. LONDERGAN, Secy. and Gen’! Mgr 
: y } ’ where the accident end will be in dis 
young men especially. He said that plate we ; , 
' . j pute He called attention to the tact 
looking over life insurance agency ee sets = ag eg Ble 
rganizations he finds that the tendency — u P Rees a Sh tits sae “ ge 7 
ance Clann ane iccepts proot of | ss 





s for young men to engage in this lin 
: ' where the cause ts given as some acci- 


of work. He said that in life imsur- | 4 - : iio eal a mat 
nce soliciting a man can put the very | GCM! Me company ts boun Sc Hat ROYAL UNION MU I UAL LIFE 
thie cident end Cheretore 


best effort in his job and get much out | ‘? pay . _ 
7 the life claim may be held up becaus« 


: Pith oe By Baap capt Leva nen Insurance Company 


Comment on Business Conditions H 
‘ 


said that any agent that recon 
In speaking of business conditions | mends a policy ot de en DES MOINES, IOWA 


a policy this kind is playin 


r; met ‘ 
Vrotessor Adams said that he feels with fire He does not believe in in 
re that the United States is entering fusine anv outside clement into the life Incorporated 1886 


an era of comparative prosperity 
He thinks that the depression through 
hich the country has been passing is 


insurance policy FRANK D. JACKSON, President SIDNEY A. FOSTER, Secretary and Vice President 


Analysis of Incomes 








ne. here are fine crops through In nother talk wrore the agents Mr 

the country and fair prices are as Boissard said that in analyzing the r 
sured. There is plenty of money. The | port of the gover nent on = mcome A : 
rices of securities have held up ad-| taxes, he could readily see why ther District Managers for 

rably Interest rates are reasonable were so many small policies e hinds ° ce a : . 

He said that he believes that there is a | for example, that people witl oe Lima and Cincinnati, Ohio 

ld of active business at hand. or $2,000 Ag — ston Sigg oa B sc Write for further particulars. Here’s an opportunity for a good man 

President Boissard’s Talk cent of the total mcome tax retu ‘ to get in on the ground floor with a progressive 
- : _ with from &2.0 to $5.000 make . : 
speaking before the agents at one rt e with | mn wR My toll young Ohio company 
11.9 percent of w tota nose 


the sessions President Boissard paid | 2-99) to $10,000 make 1.5 percent of the ADDRESS B60 















. total ’ those of $10,000 ane over the " 
ire im hfe imsuran olicies. He | total and . - 
that while tha National Guardian | Percent of the total, Therefore, in every Care of the National Underwriter 
es a double indemnity claus he ie 100 men sf ll have come Zs” Ooo 
nck kes 1 ryve clas 
mue! opposed to it The com caer ‘4 rt , = ‘ 
reinsures it and has it solely for | OQ! ™5 . S ‘ or P 
ccommodation of its agents. Pres the gre , 
oeard declared that'a his opin. | surance men Y uthiand Lire insurance 
the clause is a dangerous one and W. J. Wandrey Presides ° 
ict aS a ln omcrange., He said tl it \\ | Wandr . the agen — D LL S TEX 
t policvholders do not know what it | of the National Guardian pre sided at A A ’ AS 
ns and a great many of them feel |) the various sessions in His open 7 - 
they have a complete accident talk he said t SCilis £55 gio —~ The P C f th South 
it they have a complete accident | talk he said. that selfishness is the great Z S rogressive Company of the 
tes will ari because of this claus has Lite msurance en, hi iid, need rily\' ~“ P 
said that when a life insurance con to possess abundant charity Every f 7 i | ii \ \ HARRY - SEAY, President 
has a Clan S usually cican 0 snou I — ‘ — —— 











| Philadelphia Life Insurance Company 
WA N T E D If you live in Illinois and if you desire to establish 


a Local General Agency in your city, 


One of the Standard Legal Reserve Life ADDRESS 


: ; . Manager of Agencies or Michael Montague, State Agent 
Insurance Companies, Location Middle West, 111 No. Broad Street 1416 Mallers Building 

wishes two reliable representatives to do special a en 
Field work in Illinois and Indiana. Salary and 


Commission. None but producers need apply 











The Masonic Mutual Life Association 


This Did Not Happen by Chance 





. a: ! Ne w Insurance Issue 1 in EE tii ibn emma $ 42,448,000.00 
new and up-to-date policy forms—hard to beat! Shourenes ia Force Deer 31, 1921.00...02222. abn'aaa'a9800 
: ns . a . - saeeeneeseeeononeene 4,613. 57 
Reference required. For detailed information es necsencesenesccess = SARAARRE 
° . Increase in Reserve sindemmeicsiaiiateanaiintiedias 1,282,1 56 00 

address B-39, care of the National Underwriter. Cee eer nein pense cost 


Absolute Security — Perfect Service — Square Dealing 
A Safisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 
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] Co-operation That Counts 


Two of the features in Tue GuarDIAN’s comprenhensive 
plan of service to Agents which aid our representatives to 
| increase their production: 


A Tratninc Course for new Agents. 


? The Prospect Bureau, which develops real, 
bona-fide leads for all Agents, old and new. 


If you want to know the whole story of what this 
Company is doing for its Agents, address: 


T. LOUIS HANSEN, Vice-Pres., or GEO L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 
OF AMERICA 
Established 1860 under the Laws of the State of New York 


Home Office: 50 Union Square, New York 








Having recently entered the States of 
Texas and Minnesota we have desirable 
territory open for General Agencies 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 
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Northwestern National Life Insurance Company ; 
MINNEAPOLIS, MINNESOTA 

















Mutual, with unexcelled dividend factors. 

Mortality 1921, 44%. 

Interest earned upon mean invested assets 6.03%. 
Assets of $109 to each $100 of liabilities. 


Business in force 1917, $54,193,000 
Business in force 1921, $139,868,000 : 


- Excellent direct general agency contracts available for 

z Central and Southern Ohio, Utah, Oregon and 

i Northern California : 
WAT a 


TUNUP fl 


= 
= 





HOME LIFE INSURANCE COMPANY 
of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This “y=3 2 issues all modern forms of policy contracts from age 3 
months next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary omnes contain a valuable Disability clause and are guaranteed 
by State Endorsement. 
GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 


BASIL 8. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas. 
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is a pleasure-secking day. The life 
insurance man teaches thrift and sav- 
ing In this time of selfishness the 


life insurance man is a great teacher of 
the cardinal virtues. 
J. M. Parkirson of 


the agency force, gay 


Madison, dean ot 
e¢ a welcome ad- 
S. Beecher of the 


dress, Secretary B 
company gave a brief talk and told 
something of the progress of the com- 


pany. stating that it will double its sur- 
plus this vear 


Endowment at Age 65 


Archie V. Hurst of Eau Claire, Wis. 
is one of the great champions of the 
endowment-at-age-65 policy. He said 


that the agents in the field really create 
a demand for any particular policy. He 
is in favor of the endowment-at-age-65 
because at that time a man’s produc- 


tive career is practically ended. Dur- 
ine his earlier vears he is creating a 
surplus or a fund that becomes avail- 


able at age 65, The natural period for 
paying premiums is earlier in life. Mr. 
Hurst said that he always pictures life 
insurance as part of one’s estate. It 
integral a part of an estate as 
any other possession. He said that he 
always endeavored to ascertain the eco- 
nomic value of a prospect. That is, 
he finds out just what money value 
he is to those who are dependent upon 
him and then endeavors to show the 
necessity of carrying insurance as 
nearly up to that value as possible. Au- 
thorities have said that 10 percent of a 
man’s income could well be used in pur- 


Is as 


chasing life imsurance. He said that 
very few use this amount Sentiment, 
hie said, decides Most of the lite Mnsur- 


ance sales 
President 
said that he 


Boissard in remarks 
had opposed the sale of 
the ordinary life policy. He believes 
that it is a mistake for a man 
premiums all his life. 

said that that the 
is writing participating insurance, 
could sell ordinary life with 
vrace inasmuch as the dividends 
leit to accumulate with the com- 
therefore, convert the ordin- 
into a long term endowment. 


sOTNC 


to be 
How- 
com- 


paying 
now 


a man 
vood 
can be 
pany and 
ary life 


Agency Development 


Melvin F. Emerson presided over a 
symposium of talks on agency develop- 
ment. Some of the points brought out 
were the following: It is a mistake to 
zvppoint men who do not possess the 
proper qualifications for agents. A lite 


insurance general agent should be a 


good judge of agency material. Where 
there are four or five Men it pays to 
hold agency meetings. The continu- 
ity of life insurance thought should be 


should 
litera- 


SVs- 


Therefore agents 
with life msurance 
habit of seeing peopl 
should Toe ck velope d. 
Stafford, an agent of the 


developed. 
be supplied 
ture, The 
tematically 
Harold 8S. 


Northwestern Mutual Life at  Madi- 
son, gave a very practical talk to the 
National Guardian men He is very 


successful as a personal producer. He 
some of his methods which were 
instructive 


wave 


Mr. Van Sant’s Impressions 


F. A. Van Sant of Madison, a young 
man who has taken up the rate book 
ior the National Guardian, and who is 
a graduate of the Carnegie School of 


Life Insurancs Salesmanship, gave 
some of his impressions. He said that 
the best program for a life msurance 


show policies and 


man is to see people, 
He said that in his 


write applications. 


sales he endeavored to put himself in 
the prospect’s place and try to see a 
man's actual needs. He said that no 
one wants insurance instinctively. Peo- 
| ple have to be persuaded. He recom- 
mended Edward K. Strong's “Psychol- 
ogy of Selling Insurance.” as one of 
the most helpful books that he had 
read. Mr. Van Sant said that the 
trouble with most agents is that they 


vo to sleep too much and are not on 


| the iob 


of the col 
University 
directors 


Dean F. E. Turneaure, 
engineering of the 
of the 


le ve of 
of Wisconsin, and one 


September 14, 1922 


of the National Guardian, spoke briefly 
at the banquet, stating that life insur- 
ance is a business in which a man can 
put forth his best efforts and secur 
excellent results. C. M. Cartwright of 
THe Nationa UNDERWRITER was also a 
banquet speaker. There were a half dozen 
of the directors present 

In one of the discussions the point 
was made that this is a splendid time 
to go atter those who have 
homes or who are building them. |; 
many cases where a mortgage has been 
placed on the property a man does not 
feel like paying for high priced insur- 
ance. rherefore, he should be 


bought 


sold a 


term policy. The term policy is re 
ferred to as an option on permanent 
life insurance. It gives time to. think 
it over. Very often some of the agents 


to sell term 
expedient and 


were able msur- 


temporary 


said they 
ance as a 


could convert it later on. One agent 
said that it was an option on one's 
health. During the conversion period 


he has the opportunity of changing it, 
changing it into a higher priced form 
and does not have to undergo a medi 
cal examination. 


One agent called attention to the 
fact that contractors and home build- 
ers constitute today a very desirable 


prospect list. They are all very busy 


and should be making money. 
Splendid Agency Organization 
The agency force of the National 


Guardian Life is above the average in 
intelligence and training. They form a 
fine body of men. The company ts an 
all around organization. The agents 
absolutely trust the home office 


in every way to. see to. it that 
their rights are respected and mai 
tained. The company has mad 
splendid progress. It has not been a 
hot house proposition It has grown 
naturally and permanently. It stands 


well in its home city and has the con 
husiness men of Madison 
] 


fidence of 


and Wisconsin in general. 
Friday Afternoon Session 
\t the banquet President Boissard 


set a $20,000,000 goal for Dec. 31. The 
men agreed that this is possible, but at 
the beginning of the Friday afternoon 
session every man present pledged him 
self to write a definite share ot the re- 
quired amount. 

George J. Sennett of 
the discussion on “The 
Holding of New Agents.” The prin 
cipal point brought out at this discus- 
sion was the necessity of unselfishness 
on the part of the appointing agent 
The appointment of a new man place 
a responsibility on the appointec Th 
new man should be given every pos- 
sible personal assistance He should he 
visitec at regular intervals, encouraged 
to keep in touch with new life insur- 
ideas through the reading of in- 
journals, insurance books, in- 


Janesvi'le lead 
Helping and 


ance 
surance 


surance courses, etc The new man 
should be taught the importance of 
torming regular and systematic habits 


of industry, and to make it his busi 
, 


ness to cultivate and enlarge his circlk 


of acquaintances among the right sort 
ot people. 

The importance of proper prepara- 
tions was brought out strongly in the 
next discussion on “Approaching th: 


Business Man,” lead by Romain M. Vet- 
ter Before making an approach it is 
essential that the agent have ample data 
and cefinite reason for making his 
approach In calling on a business man 
there should be some basis of relation- 
ship between the agent and the pros- 
pect. If personal acquaintance is lack- 
ing, the agent should make it a point 
to have his name brought to the at- 
tention of the prospect before makins 
a call. The prospect should be familia: 
with the agent’s name and his standing 
in the community 


Rudolph F. Traeger,. who has be’ 
assistant cashier of the Chicago branch 


office of the Pacific Mutual Life has 
been appointed manager of the com 
pany'’s service department at Chicago 
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WHITMAN NOW HEADS 
COMMISSIONERS’ BODY 


(CONTINUED FROM PAGE 1) 


. } | #. 1] 
ive their loan applications finally 


ted. Commissioner Savage of lowa | 


ired that similar happenings had 
place in his state and like the 
t Virginia official he would welcome 
ctical means for the future elimina 
Commissioner Fishback of Wash- 
noted that the supreme court 
his state had decreed, in a case of 
ce nature, that an application for life 
nsurance and that for a loan upon real 


estate were two separate and distinct 
propositions, and that neither could. 


ler the law, be held as influencing the 
| 


Hold No Legislation Needed 


| consensus among the commiuis- 
ners was that there should be no addi- 

| legislation proposed, the evil 

i I } 

: roe sal 
complained of not being at all general 
d that if an agent were guilty of un- 
ethical practice he could be brought to 


account under the general powers of his 


home state imsurance department or 

ugh the influence of the local life 
underwriters association. Commissioner 
Ramey of Kentucky said that the gen- 
eral agents in his state were more than 


anxious to maintain high standards in 
insurance work and had never failed 
to act promptly and vigorously upon 
any complaints brought before them 
The Kentucky department and_ the 
field men acted in complete accord, and 
the former always found the agents re 
sponsive to any call made upon them. 
Present Laws Sufficiently Broad 


Superintendent Donaldson of Penn 
sylvania, who was president of the Na 
nal Convention the ‘past vear, 


steadfastly opposed to too close inter 


1s 


1} 


ference in the supervision of insurance | 


terests, Maintaining that the statutes 
now upon the books are in the main 
ficiently broad to safeguard the u 
terests of the insuring public 

Che operators of the life insurance 
companies upon the whole appear to be 
ery satisfactory to the insurance com 
issioners, which accounts for the fac 
that not a single reference thereto ap 
ired upon the program: for tl ath 


ering of the National Convention—a | 


dition as satisfactory as it is unusual. 





Gunn With American Central 
Marcus Gunn, who for several years 
has be a consulting actuary 1 
Chicago, has been appointed assistant 


tuary of the American Central Lite of 
Indianapolis. He has disposed of his 
business in Chicago to L. A. Glover 


& Co., Inc., of which Lynn A. Glover is 
the manager. 

Mr. Gunn has risen rapidly in actu- 
rial work. He graduated from the in- 
surance department of the University ot 
Michigan eight years ago, and since 

t time has been engaged in actuarial 
nd departmental examination § worl 
le was formerly associated with Frank 
| Haight of Indianapolis and later 
ypened his own othce in Chicago 


Honor Russell on Return 


During the period Aug. 21-31 the 
e office agency of the Pacific Mu- 
tual Life at Los Angeles staged a special 
campaign of “Russell Days,” in honor 
he return of Manager John Newton 
<ussell from his trip abroad. The num- 
f agents who produced business 


Was 108, and the volume written in Mr 
Russell's honor aggregated $1,303,000 
\ beautifully engrossed testimonial, ex- 


ssing the lovalty of the agency force 
and bearing the autographed signature 
ot cach producer, was presented to Mr 
Russell upon his return 


Rollin EE. Lewis, cashier of the Rich 
nond, Va.. agency of the Mutual Life of 
New York for ten years, died in that 


; Sept. 5 Although he had been in 
f ne health more than a year, his 
eath came unexpectedly. Mr. Lewis had 
bee connected with the Mutual Life 

the age of 15, starting out with the 
Little Rock agency. 
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The Close of the Day’s Work 


HEN you begin to figure up yourearn- All this and more we constantly strive to 
ings and recall the several reasons for give our agents. This coupled with good 
failures during the past year, you then more policy contracts and liberal commissions, is 
than any other time keenly realize the im- an incentive which should interest any am- 
portance of a helpful constructive home bitious agent who wishes to make the most 
office service that trains you to overcome of his salesmanship efforts. 


such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and We would like to hear from several 
a direct co-operative spirit generously given. good men for important field positions 


Inter-Southern Life Insurance Company 
JAMES R. DUFFIN, President LOUISVILLE, K TUCKY 











The Companies That Stay Are the Companies That Pay 


When a company has proven its stayi.g qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institw'ion. Permanent success can only be at- 
tained through a permanent connection. | he companies that stay are the companies 
that pay the representative in the lon: run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 
MUNCIE, INDIANA 








George Washington Life Insurance Company 


A Definite Territory 
A Liberal Contract 
Low Premium Policy Contracts 





Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 
Carolina, South Carolina and Georgia. Address: 


ERNEST C. MILAIR, Vice President and Secretary 











SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President ROOKERY, CHICAGO 
INSURANCE IN FORCE DEC. 31, 1921 : ; ; $37,100,961 


Assets . ; , : , , : , ; 4,442,069 
Payments to Policyholders since Organization : , , 3,727,743 


Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 


Openings for General Agents and Managers in Fifteen States 


Address S. W. GOSS, Vice-President and 
Manager of Agencios 














MAKING MONEY 


That DETROIT LIFE Agents are making money is evident from the fact that during the 
first six months of 1922 Detroit Life Agents wrote $7,885,000 of new business in Michigan. 


This is an increase of 40 per cent over the same period last year. In June, DETROIT 
LIFE Agents wrote $1,808,000 of new business in Michigan. 


There are some very fine agency opportunities with the Detroit Life, especially for expe- 
rienced agents. Can also use a few parttime men. Home office co-operation assures success. 


M. E. O'BRIEN, President. 
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Participating Insurance 
At Non-Participating Rates 


ORDINARY LIFE 
Minimum Policy $5,000 


Rates per Thousand 


Age Premium Age Premium 
= $14.24 39...... $24.44 
a...... MST ®....<i. aoe 
= 14.92 eee 26.40 
24. 15.28 42 27.48 
 # 15.66 43 28.62 
26... 16.06 ae 29.83 
cas 16.49 eee 31.12 
28 16.93 46 32.50 
29... 17.43 47 33.97 
30 17.98 
eee | eee 37.21 
32 . 19.14 50 38.99 
er > ee 40.88 
oe. eves Se ee 
+ erreee ee 45.07 
, are 21.91 _ ae 47.37 
$7...... SB ea cenenu 49.82 
38 23.56 


MANAGERS WANTED 


James A. Fulton, Agency Manager 
Philip Burnet, President 


Continental Life Insurance Co. 


Wilmington, Delaware 











ACTUARIES | 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








ARCUS GUNN 
CONSULTING 
ACTUARY 


2 S. La Salle St. CHICAGO 
Telephone Randolph 3473 








RANK J. HAIGHT 
CONSULTING 
CTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
° COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
aes, etc., Calculated. Valuations and 
Examinations Made, Policies and all 
tite Insurance Forms’ Prepared. 
Mie Law of Insurance a Specialty. 


Colcord Bldg. OKLAHOMA CITY 








H. NITCHIE 
e ACTUARY 
1523 Association Bldg. 19S. La SalleS t. 


Telephone State 4992 CHICAGO 








REDERIC S. WITHINGTON 
ConsuLtine AcTUARY 
402-404 Kraft Building 

Tel. Walnut 3761 DES MOINES, IOWA 











OHN E. HIGDON Actuaries & Examiners 


OHN C. HIGDON ( $20, Cater Builds 























Vore agents read The National Under- 


eriter than any other weekly newspaper | ‘!\: 


of tnsurance. There are reasona—plenty 
of them Our subscribers know. 





LIFE 


UPHOLDS HIS RULING 


| PUBLIC OFFICIAL BAN STANDS 
Superintendent Gearheart of Ohio Tells 
Why He Will Net License Them 
As Agents 


COLUMBUS, O., Sept. 12.—An of- 
hel msurance company im re 
“ultimate attitude” of Su 


al ot one 


questing the 


perintendent Gearheart of Ohio upon 
the ruling against the licensing of per- 
on ho'ding publi office said 

I have been hoping that you coule 
see your way clear to license people as 
insurance agents who are holding pub- 
lic offies where they say upon honor 


that they will not use any of their office 
especially in 

is not suffi- 
them- 


Insurance, 
their office 
support 
anything by 


hours to solicit 
those cases where 


ebently remunerattive to 


elves and family and lay 

for the futur Nearly all public offices 
have a side line out of which they hope 
to supplement their income and why a 


person could not supplement his income 
well as in 
under- 


insurance agent, as 
line, I do not 


as an 

any other quite 

stand 

In upholding the 
ent Gearheart stated: 


ruling Superintend- 


| An individual accepts an _ office be- 
| ¢ use he deemed it to his advantage and 
do not need the extra income so muca 
las he did before taking it, otherwise he 
into public serv- 
great majority of 


would not have gone 
ice, Then while a 
officials would not use their positions to 
there have been a 


Secure Insurance, 

number of cases in which it has been 
done and this has been considered in the 
formulation of the rulings Further, the 


time be 


presumption is that an officer’ 
ongs to the public and for the state to 
authorize him to 
business Seems Ineonsistent. 
this 
other men are 
business and 


expressly engage in 
othe! 
from that 


some 
Aside 


depression a 


during period of 


great many 
smmsurance 
hardly 
meet the competition 


engaged in the 
as taxpayers, it 
able for them to 
of these oilicials, though this, of course, 
is no legal objection to the issuing of a 
license The United States government 
has very stringent restrictions against 
its employes taking licenses and a num- 
have ftorbidden their em- 
other line of 
demanded 


Seems reason- 


cities 
to engage In any 
e department 

resignation of an 
because he Was writing insurance 
think the application of the 
department has formu- 


her of 
ployes 


t 


Work One sta 





and received the 
ploye 
. . . I 
ruling which the 
lated is a fair one to all companies and 
for the best 
business and I do not 
InNjJUSTIVe to a 
had time to solicit insurance 
has been engaged in his own 
and then insists upon doing so after he 


interests of the 


who has not 
While he 
business 


Ime an man 


has been elected to office 


Hold Company Sales Congress 

The Omaha Life held a meeting of 
its Nebraska agents at the Hotel Fon- 
tenelle in Omaha last week, about 20 
of the representatives being present. W. 
E. Bilheimer, sales manager for the 
Franklin Life of Illinois, led the meet 
ing and was also the chief speaker at 
ithe dinner given in the evening. The 
Omaha Life has planned a series of 
these meetings to be held between now 
and the first of the year. They are to 
be arranged as company con- 


gresses 


sales 


Detroit Life’s Increase 








$1,512,000 This compares with $827,000 
for August, 1921, an increase of $485,000, 
or 59 percent Business written so far 
this year in Michigan is $10,494,000, com- 
with $7,364,000, an increase of 
period last year, 


The Detroit 
of new business written in 


pared 
$3,130,000 over the same 
or 42 percent Compared with a record 
of $6,582,000 in the same period of 1924, 
jem re is an increase of 60 percent, 


Manager of Agencies A. M. Hopkins of 
Philadelphia Life attended the an- 
nual convention of the Carolinas Plico 
Club at White Lake, N. C., last week and 
delivered the principal address on “Good- 
fellowship.” 


INSURANCE 


| of 


for each certificate 


em- | 


| the fraternals and 


insurance | 
believe 1 am do- | 


|} the department is in hearty 
| these 


| thing 


Life announces its record | 
August is} 


EDITION 


September 14, 1922 





WANTS A DEPARTMENT HANDS DOWN RULING 


SEPARATION IS RECOMMENDED | REFUSES TO LICENSE MINORS 


Texas Commissioner Discusses Insur- | Superintendent Gearheart of Okio Says 


ance Conditions in That State in 
His Annual Report 


rEX., Sept. i2 


ommiussioner Chapman 


AUSTIN In his an 
nual report ( 
strongly recommends the separation of 
the insurance and 
the department with separa 
claring that each has more than enough 


business to justify this action. Efficiency 


} 3] ; 
Danikniy divisions Ot 


t ] eads, de - 


of service is also urged as one of the 
reasons as well as the inability of one 
administer 
crtant and dif- 


man to properly two classes 


business so vastly im 
ferent. 
rhe report shows that in the yea 


ing Aug. 31 


r end- 
failure 


there was only on 


in the state of an insurance company, a 

utual, and that two outside companies 
vithdrew from the stat Chere are 328 
insurance companies of all kinds doing 
business in Texas, their tigures for 
Texas being as tollows Business in 
force, $4,649,144,550; Texas premiums 


» > ~ ds. 2 
$82,879,072; Texas losses paid, 


} 


collected 


$39,335,775: invested in 'y outside 


r¢ Xas 
companies under the Robertson law, 


$80,119,950, 


License Plan Unsatisfactory 


“One of the most unsatistactory ele- 
ments in the supervision of the insur- 
ance department is ihe present system 
of leensing agents.” An attempt to bet- 
ter this, it is claimed, was made by as- 
sessing each agent’s Hicense 50 cents and 
imposing a questionnaire. It is stated 


that many oi these agents have paid this 
tee. but that the department has been 
“somewhat frustrated” by the mandamus 
proceeding in the Supreme Court test- 
ing the validity of this 50-cent fee. It 
is declared that no state in the Union 
ues licenses without charge except 
lo cure the situation it is recom- 
that Texas charge a fee of $2 
ft authority issued 





Iss 
Texas 


mended 


Would Protect Fraternals 


One paragraph of the report discusses 
avers that many of 
readjusting their affairs to an 
rate basis to meet the 


them are 
adequate, 
requirements of the 
that the business of 


solvent 
insurance supervis- 
ing officials and 
societies has been more or less 
readjustment. It is 
some so-called insurance 
endeavored to prey upon 
While undergoing this 
Assurance is given that 
accord with 
fraternals and is going to do every- 
possible to protect them “in their 
praiseworthy attempt to march to a 
higher ground of safe, better and cheaper 


these 
disturbed in their 
stated that 
companies have 
these societies 


transformation 


insuran 


To Honor C. B. Svoboda 


The Cedar Rapids Life is planning for 
a large production during September in 
honor of C. B. Svoboda, secretary of 
the company. Mr nor- 
thern Minnesota for the month on a va- 
the agency 


Svoboda ts in 


cation. During his absence 
is attempting to produce the largest 
month's production on record. One of 


work ts O. A. Me- 
South Dakota 


the leaders in the 
Farland, head of the 
agency. 

Licensed in Illinois 


Louis has 
President 


Life of St 
Vier 


The Continental 


nsed in Illinois 


been lice 
number of 


Pr. M. Harper states that a 
general agents will be appointed in the 
state. 


The Beloit, Wis. offices of the Central 
Life of tewa will located in 
larger and better quarters A suite of 
offices on the second floor of the new 
Stone building has been secured, and will 
be occupied as soon as the building is 


soon be 


They Have Not Power to Close 
Life Insurance Contract 
The Ohio insurance department ha: 
a minor is not to be 


s an insuran 


licens d 
Ce agent, and in answer to 
. request to make the position clear on 
he subject, Superintendent Ge arheart 


said in part 


under the laws of 


himself or his 


\ minor cannot, 
hey rr 
Ohio, bind property by 


r 
where necessaries 


contract except 
re turnished him. The theory of th 
law is that he does not possess con- 
ractual capacity and cannot be en 


with the right to make con- 
racts, no matter simple. In a 
‘reat Many cases, the law intervenes 
nd deprives him of the management 
f his own property. As you know a 
contract is much more 
complex than those which the ordinary 
individual makes in the transaction of 
his own business. It that one 
who in the eye of the law cannot safe- 
ly be permitted to bind himself in the 
nost ordinary transactions ought not 
o be declared by this department to 

competent insurance cor 
racts relating to life insurance and to 
idvise as to the meaning and 
interpr tation of policic s. We are 1S- 
suing solictior’s licenses to minors un- 
der Section 644-1 and they may solicit 
and secure business, but an act which 
finally closes the contract and binds 
the company ought to be performed by 
one who has contractual capacity. If we 
are not to stop at the line drawn by 
law, how far are we to go? I think 
upon consideration you will agree that 
the interests of the company and of 
the assured are best served by adhering 
to this rule for which | think there is 
ample justification in law.” 


usted 


how 


Ie Insurance 


seems 


to close 


persons 





NIAGARA INCREASES CAPITAL 


Buffalo Company to Have $500,000 
Capital Instead of $150,000 and Raise 
Surplus $210,000 


President E. H. Burke of the Niagara 
Life of Buffalo, N. Y., announces that a 
recent meeting of the board of directors 
of that company authorized an increase 
of the company’s capital stock from 
$150,000 to $500,060 which will be sold 
which will net the company 
rhe present sur- 
plus is about $50,000. The Niagara Life 
is at present entered only in New York 


at a price 
surplus of $210,000. 


and New Jersey but will shortly enter 
Ohio, Illinois and Michigan. Arrange- 
ments have already been made for the 


control of the entire state of Illinois by 
a Chicago agency as yet un- 
named. 


general 





FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distributed 47,604 direct leads—all in- 
terested prospects who had requested 
information, In 1921 this service, and 
Fidelity’s original policy contracts, 
brought us within 74% of the unparal- 
leled new business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,000,000. Faithfully serving 
insurers since 1878, 

A few agency openings for the right 


"FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 


{20 

















SPECIALISTS GATHER TIE IN- | 
FORMATION THAT APPEARS IN 
The NATIONAL UNDERWRITER | 
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| intend 1 | tell him so |) Guilford S. Deitch 
SUCCESSFUL AGENTS’ METHODS standing : Tells of Business 
Wisconsin Man Tells How He Writes Business . : 1 Insurance Prospects 


By HAROLD 8s. STAPRFPORD \ ‘ e%~ eta4 ‘ ‘ ! ‘ n sur < 











HESITATE te talk of my met s | fel he pel { small to. ond 3) the farmer 
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1 , 1 +7 ‘i 
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, 1 : ; , ‘ =f ‘A wenn = - . 
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| have found through observat : rie Sanne : ssist not ng that mong the average-size | on one 
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< life insurance Il make my c ger \ ) ( ‘ ‘ ' ~~" poems 
‘ through the otl fellow’ I ‘ ng ottel ) \ e tre d t Federal 
, sts. lf 1 call on a professor of politica \s to taking applicat ‘ nd ' . on 
$ I naturally talk on that subject. | settlements \ ‘ é t of t | 
| interview a state administrati' to get e sett t t ‘ . ’ ° 7 
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@ We write only one 
Agency contract 
for all agents. It 
is described in a 
little booklet 
which you may 
have for the 
asking. 





Home Office, Madison, Wis. 














HOME LIFE INSURANCE CO. 
NEW YORK 


WM. A. MARSHALL, President 





Ire 62nd Annual Report shows: 
Vremiums received during the 
we Ties s2ccccssednnnsenedesnses $6,990,547 
Vayments to Policyholders and 
their beneficiaries in Death 
Claims, Endowments, Dividends, 
Kte cxccaveconetcskewbanetnenesue 4,740,340 
Amount added to the Insurance 
meaeeee Wie, . cchsssnanessannes 2,121,307 
| Net Interest Income from Invest- 
ment TERETE RECOOCTOOOT LET 1,964,050 
($642.038 in excess of the amount 
required to maintain the re- 
serve) 
Actual mortality experience 53.44% 
f the amount expected. 
Peomtepmrce 00 FOPCR. cccccocecccesood $223,1 16,887 
Raunleted Reese cccccccessvoctesus 43,222,328 


tOR AGENCY APPLY TO 
Ww. A. R. BRUEHL & SONS 
General Managers 
and Southern Ohio and Northern 
Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 
HOYT W. GALE 
General Manager for Northera Ohie 
229-233 Leader-News Building 
CLEVELAND, OHIO 


Central 














FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a 
to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 


copy 








Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 

Two general Agenciesopen 
in Iowa. 

Write for information. 





LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, lowa 








LIFE INSURANCE EDITION 


DIGNITY BEGETS BUSINESS 


BY R. 


w. 
Vice-President 


HE more I become acquainted with , 


life insurance salesmen and _ their 
methods, the more I am convinced 
that the degree of dignity with which 
the salesman conducts himself, in a 
iarge measure, determines his success. 
By dignity I do not mean egotism or 
an air of self-importance; but rather 
such bearing and conduct indicates 
that the salesman is not only seriously 
impressed with the merit of his proposi- 


as 


tion, but conscientiously feels that in 
bringing it before the prospect he is 
doing him as much of a favor as the 


prospect could possibly do him by in- 
vesting. 
* * * 

The spirit which actuates the really 
good salesman in any line is that of 
doing service to a prospective customer 
rather than reaping personal benefit 
from that customer, and it is those in- 
surance men who solicit on the theory 





STEVENS 


IMinois Life 


that they have something which should 
be bought, rather than something which 
wouid like to sell, that meet with 
success. 


they 


the greatest 


Life insurance soliciting is a most 
dignified calling, but a man’s calling 
gives him no dignity that he himself 
does not merit. 

~ * 


A dignified presentation of any meri- 
torious proposition will almost always 
receive a respectful hearing, whereas, 
the same proposition submitted by an 
apologetic or spineless salesman is likely 
to listened to with indifference and 
even contempt. 

\ strong, self-respecting personality is 
always respected and admired, therefore, 
by how much you increase the strength | 
of your character and the quiet dignity | 
of your manner, by just so much are 
chances of success increased at 
insurance interview. 


be 


your 
each 


COMMENT ON SUBSTANDARD BUSINESS 


HE Phoenix Mutual has given some 
statistics and made some comment 


on its substandard insurance opera- 


tions fast year. The company says in 
this connection 

The proportion of insurance’ issued | 5 
on underaveraged lives has’ increased 
slightly in the last two years, but it is 
still well within the conservative limit 
we desire to maintain For example, in| 
19i9 the amount of this business was 
5 percent of the total issue; in 1920 it 
was 7 percent of the total, and last 
year slightly more than 7 percent. 

The overweight group, as will be seen 
by the table, is still the largest, con- | 
stituting over one-third of the total in 
amount of insurance. This is probably 
due to the fact that we have by far 
the most reliable mortality statistics 
on overweight risks and hence have felt 
more confident in accepting them with 
ratings that we feel will prove ade- 
quate. In fact, nearly every overweight 


accepted 
dem- 


submitted to us has been 
for insurance on some 
onstrated by the fact that 
cent of our rejections for 
account ot excess weight 
. *. . 


risk 
basis as is 
only 1 
1921 were 
alone, 


increase in the 


Impairments 


small 
on account of 
and blood vessels. This 
percent of the total in 
percent in 1921. 
so-called “heart 


There was a 
group rated 
of the heart 
group was 12 
1920 and nearly 15 
These are mostly the 
murmur” cases 

On the other 
pairment™” group 
considerably, since 
20 pereent of the 
whereas last year it was 
cent Of course the majority 
risks in this classification were 
because of albuminuria 

The amount of insurance 
a rating account of occupation 
1921 than in 1920, the actual re- 
being from 10% percent to 8, 
percent of the total substandard 

The above four classifications of 
substandard group form nearly three 
fourths of the total, the balance 


“urinary im- 
auite 
1920 


the 
decreased 


hand, 
has 
it constituted in 
substandard 
only 14 per- 
of the 
impaired 


issue, 


issued with 


on was 
less in 
duction 
issue 


tue 


divided among ten or more different 
kinds of impairments 
> . 

\s yet we have not determined just 
what percentage of the substandard is- 
sue has been paid for because there are 
still cases outstanding At this time 
last year about 70 percent had been 
paid for, and on the same basis of cal- 
culation for this year we figure that 
tpproximately $2,968,000 of insurance 
has been placed. The first year's com- 
missions on this would amount roughly 
to $47,500 paid to our representatives 
in 1921 tor placing insurance on under- 
average lives, There is no doubt but 


that a great deal of this protection could 
not have been granted prior to two years 


ago and that fact in itself is of con- 
siderable gratification to us We hope 
in the future that we can gradually ex- 
tend our substandard writing to include 
risks not now considered, but we feel, 
however, that we should do this with 
caution because as yet mortality sta- 
|} tistics on medically impaired risks are 


| relatively 
| 


being | 


limited 
Substandard Poticies Issued in 1921 


No. of Amount 

Policies Insurance 

Total issue 15,967 $59,125,373 
Substandard issue 1.190 4,240,500 
Percentage - 6.8% 7.2% 


Analysis Amount 


No. of Insur- 

Impairments Policies ance 
Overweight ian - 29.7 36.8° 
Occupation : , ‘ 16.0 8.4 
Heart and blood vessels 14.8 14.8 
Urinary system = ; 13.8 13.8 
Goitre . e TT ° 4.8 3.0 
Tuberculosis , , 2.9 2.7 
Digestive 2.6 3.9 
Eye and Ear 2.2 2.4 
Respiratory oe 2.1 2.1 
Family history 1.8 2.0 
Underweight na 1.8 1.4 
Syphilis . pain ‘ : 1.8 1.9 
Marked deformity 1.3 0.9 
Nervous and mental 1.1 1.0 
Habits ‘ sania alee 1.0 1.2 
Miscellaneous ......... 2.3 3.7 

300.0% 100.0% 








You can obtain quick and satisfactory Service when 
placing your excess Life Insurance with 


The Reinsurance Company 


of Canada 
WATERLOO - ONTARIO 


COVERAGE ON TERM OR COINSURANCE PLAN 








September 14, 1922 








ee 


Provident Life 
Insurance Company 
Bismarck, North Dakota 


Insurance in Force, $13,500,000 








H. H. STEELE, F.L. CONKLIN, 
President 


Secretary 

Cc. L. YOUNG, H. B. BEACH, 
Vice-Presiden Ast. See. and Actuary 
J. L. BELL, W. H. BODENSTAB 
Treasurer Medical Director 














“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 18.7 bids.) TOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 


Agencies 

















A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 






































Dependable Life Insurance Men 


Solving the problems of future 
insurance success by giving the 
highest and best type of life in- 
surance counsel is a most com- 
mendable practice. The life 
insurance man who operates his 
agency in this way has no fear 
for future business success. 


Aided in his efforts to establish 


himself in his community as a 
dependable insurance man, the 
agent has the Central Life of Illi- 
nois. Certainly, every facility that 
a home office can muster, should 
be placed at the agent's disposal. 


In addition, his company should 
aid him in using these facilities 
to their greatest advantage. 
Agents of the Central Life have 
this type of home office assist- 
ance. They use it and their 
position as dependable life in- 
surance men is established. 





GOOD AVAILABLE OPEN 
TERRITORY in the following 
states, to-wit: Illinois, lowa, 
Minnesota, Michigan, Nebraska, 
Kansas, Missouri, Texas and 


South Dakota. 








OTTAWA, ILLINOIS 




















He Lives Right on Prospect Avenue— 


Like the golfer who has a club in his bag for 
every shot, the Peoria Life agent has between 
the covers of his rate book a policy to fit every 
need, every condition, every pocketbook. He 
can interest any one whom Life Insurance can 





serve. 


The Peoria Life insures children of any age, 
and women on equal terms with men. It 
issues both participating and non-participating 
policies. Peoria Life disability and double 





indemnity clauses are unusually liberal. 


The Peoria Life agent, offering a variety of 
H Office Building of the Peoria Life. Owned policy forms and features, can give his prospect 
aye Ceneenn. stent an or eeninieest what he needs and wants. He has the further 


any kind. Built from its current receipts, without 
disturbing the farm mortgage investments which 


have earned the Peoria Life its reputation for advantage of such distinctive policies as the 
‘* Policies Strong as Farm unique “G. P. A.” with its guaranteed money- 
Mortgages Can Make Them!’ saving features, and the “T. A. O.” with a 
strong appeal to Total Abstainers. 


‘Cooperation Headquarters” 











Best of all, the Peoria Life has an established 
Good reputation as a Company of service. Its Free 
Health Examination, 30 minute settlements, 
and thorough cooperation are known wherever 
it has policyholders. 


Contracts 
to Clean, 
Live 


Agents If they can be interested in Life Insurance at 
all, the Peoria Life man can do it. 


Peoria Life Insurance Company 


Peoria, Illinois 





